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SY B.2.FRBEZEMAN 


A NEW LINE of wonderfully fine shoes is now ready for presentation. One of our representatives 

will call on you in the near future. If you will withhold making commitments for fall and winter 
on your better grades retailing from $8.75 up, until you see “Bootmakers’’, we'll show you shoes so 
handsomely styled and leathered, and so beautifully built, that you'll want to have “exclusive” on 
them for your trading area. 

_ Since 1921, when we started making a “handful” of shoes daily, we have made over sixteen million 
pairs of men’s dress shoes. Freeman Shoes revolutionized the popular priced men’s field, by intro- 
ducing an entirely new conception of quality, style, and service. 


~ During these years, we have had constantly before us the thought of casting aside all limitations, and 
making the finest shoes possible, regardless of price. A “hand-picked” group of our finest operators 
have been groomed to help us in the realization of this ambition. We now present to America’s finest 
_ shoe merchants the R. E. Freeman “BOOTMAKER” line. Here are shoes that take weeks to make 
. . . hand-worked shoes that are “cured on the wood”’ . . . shoes that reveal those subtle touches of 
cobbling and styling that are the earmarks of the best in shoe crafting . . . shoes that bring as great 
an advancement to the fine shoe market of today as did our popular priced line when it was first 
» introduced to the trade. 
“BOOTMAKERS” will be featured in National Publications and we plan to offer some special 
cooperation in local advertising. 
_ The man who will present these shoes to you has a splendid background of experience, and an appre- 
ciation of fine merchandise. He is the type of man you will enjoy doing business with, and that we 
are happy to have as an associate. You will pay us a fine compliment if you will grant him an un- 
hurried interview . . . and we will greatly appreciate your comments on “BOOTMAKERS”’. 
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VOICE of the 


JHE Duke of Windsor, in his 
plevious capacity as His Royal 
Highness, the Prince of Wales, con- 
tributed more to men’s fashions in 
the past quarter of a century than 
any other man. The reverse calf 
came into popularity because of his 
wearing it. The tongueless Prince 
of Wales pattern with the three- 





finger lace stay effect-had a tre- 
mendous popularity, which still con- 
tinues in the form of the kiltie 
oxford — being another shoe that 
bears the imprint of his personality. 
The rope-soled sandal was still an- 
other “first” traceable to his fash- 
ion sponsorship in that amazing 
trait of “follow-the-leader” for he 
sets the style. Hats and coats and 
wearing apparel, in general, re- 
ceived the stamp of approval be- 
cause he wore them first in that 
shape or form or color. 

The Duke of Kent is perhaps to- 
day the fashion plate for men to 
follow and more power to him for 
ever since Beau Brummell, all of the 
rest of timid mankind has had to 
wait for the adventurous “first” to 
show the way to new and interest- 
ing attire. 


This week, in the field of fashion, 





what Mrs. Wallis Warfield bought 
for her trousseau captures the inter- 
est of designers of women’s clothes 
the world over. We may hear more 
about the Wallis Blue, a pale, peri- 
winkle shade, which dominates the 
wedding ensemble. 

Her shoes from a famous Amer- 
ican shoe shop in London, size 
41% A, may soon be in the news 
but we doubt it—for with that 
strange indifference that is so char- 
acteristics of the stories told of 
feminine dress at weddings, we will 
learn all about the costume, coiffure, 
etc., but not one word on the type, 
color or interest of the footwear. 
But we already know that her cos- 
tumes have plenty of leather there- 
on — appliques of kid, calf and 
suede on hats and dresses—for the 








fashion scouts have pictured them 
in all the newspapers so that curi- 
ous women, everywhere, can talk 
new clothes. 

There is no question but what the 
new Duchess of Windsor has fash- 
ion smartness and the trim alertness 
of her ankles is a tribute to her 
taste in shoe selection. It remains 
to be seen whether, in the future, 
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TRADE 


the Duke and Duchess will continue 
to play a fashion part, although it 
does appear at the moment that the 
strong white light of fashion pub- 
licity will dim and swing back to 
England because the full forces of 
promotion are available at the touch 
of style by royalty. 


* * * 
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V.. H. KEMPTON, floor manager 
at Mandel’s main store in Los An- 
geles, made this observation: 
“After an Eastern woman has 
lived here in Southern California 
about a year or a year and a half, 
she commences to have trouble with 
her shoes feeling short. And this 
is really the case, too, regardless 
of her age or the kind of shoes 
she wears. In ninety-nine cases out 
of each hundred, the elongation of 
the foot will cause all kinds of 
trouble. The shank of the foot al- 
ways elongates in this warm cli- 
mate as I have found in my fifteen 
years of settling complaints here 
in Los Angeles. We never experi- 
enced anything of this in the other 
parts of the country in which I 
have served the trade. It is some 
job to make the store’s patrons 
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believe this and it is a much harder 
job to convey this self-same thought 
to shoe manufacturers. Here in Los 
Angeles, we definitely need long 
shank shoes. All salesmen are 
carefully coached in the safe ‘ball 
to heel’ process of fitting. That is 
our only salvation against an un- 
due number of returned shoes fitted 


too short.” 
* * NX 


MARTIN & NAYLOR COM- 
PANY, shoe merchants of Glovers- 
ville, New York, made the commu- 
nity conscious of a white season by 
the use of white windows, white 
interior and the following text: 

“The footwear which you are pur- 
chasing is made of Levor’s white 
washable kid—‘The Whitest Whites’ 
—and may be easily kept immacu- 
late and serviceable over a longer 
period if you will observe these di- 
rections” (and then followed the 
chart on white shoe care). 

* * a 

‘THOMAS J. DOHAN of Dohan’s 
Boot Shop, Springfield, Ohio, is be- 
ing congratulated on the popularity 
of his daughter, Dorothy Dohan, 
who has been elected by the students 
of Our Lady of Cincinnati College, 
to be Queen of the Junior Prom. 

Following her graduation in June, 
the young lady has in mind a career 
in advertising, promotion and mer- 
chandising within the shoe industry. 








©. H. BOND, sales manager for 
Dexdale Hosiery Mills, with head- 
quarters in San Francisco, just 
back from a complete trip around 
the country, says: 

“We have never experienced such 
a decided call for the sheers as 
we are experiencing now. A sixty 
per cent increase in the two-thread 
business is being made by our com- 
pany. Ordinarily the smaller cities 
have stuck pretty close to the ser- 
vice weights, now they are buying 
relatively as many two-thread hose 
as the larger center. The irides- 
cent hosiery, as originated in Holly- 
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NO SPIK INGLISH 





—tThere are 2,796 official languages 
in the world, according to the 
calculations of the French Acad- 


emy. 

—Name fifty— 

—! can't. 

—The English language is probably 
spoken by more people, and over 
a greater area of the globe, than 
2,775 other languages combined. 

—If you can speak English you can 
get along most anywhere these 
days. 

—And a common language does 
bring about a certain coordina- 
tion of thinking and action that 
can be accomplished in no other 


way. 

—If all the peoples of the Earth 
spoke only one language, there 
would be fewer wars and rumors 
of war. 

—English is a pretty good language 
to speak and English - speaking 

ople are pretty good people to 
ave anything to do with. 

—lIf it were not for the powerful in- 
fluence-for-good of the English- 
speaking nations today, | fear our 
so-called modern civilization 
would crumble to pieces. 


Sr 6 TH 


President 





wood, is finding a quick reception 
in the larger cities. These new light 
shades have an excellent consumer 
acceptance. Bronze hose to go with 
the bronze kid shoes for Fall has 
interesting possibilities.” 
- * * 

669 F last makers could only spend 
some of their time on the fitting 
stool, instead of so much attention 
to try-ons in their offices, both man- 
ufacturers and retailers would have 
fewer gray hairs. Much less red ink 
would be used by all concerned, too 
—to say nothing of the prevention 
of a lot of needlessly crippled feet,” 
so believes William G. Nissen, 
whose shoe store is in Oklahoma 
City, Okla. 

“American women were forced to 
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wear atrocious footwear but now, 
happily, many new lasts have been 
designed in which fundamental 
needs have been recognized. So we 
feel hopeful that many abuses will 
soon be abolished. ‘ Beauty and util- 
ity can be happily combined. Every 
desire for beauty should be fos- 
tered, but we should remember that 
shoes are primarily built to walk 
in and for protection from the ele- 
ments. There is certainly a place 
for all types of shoes from party 
slippers to walking shoes.” 
* * * 

SID Z. DAVIS of the Pacific Shoe 
Company, San Francisco, says: 

“One of the most consistent sell- 
ers we have in California is the 
11/8 covered heel oxford which is 
bought so freely in white and all 
colors. These shoes are good all 
the year. White is the one staple 
color, while the other colors vary 
from the light shades in the Spring 
to the darker, more subdued colors 
in the Fall and Winter. These 
shoes all represent extra pair busi- 
ness as they are only worn as a 
house shoe, and on the street with 
slacks or the morning dress.” 


* * * 


THE following rules were pub- 


lished by an American department 
store in the year 1854. They de- 
serve consideration in showing how 
far we have gone to make retailing 
a vocation instead of a slavery: 


YOU'RE 
“> FIRED 

a OBL Ss 

1854” t 

“The following rules will be put 
in force at once: 

“Store must be opened promptly 
at 6 a. m. and remain open until 
9 p. m. the year ‘round. 

“Store must be swept; counters, 
base shelves and show-cases dusted. 
Lamps trimmed, filled and chim- 
neys cleaned; pens made; doors 
and windows opened; a pail of 
water and a scuttle of coal must 
be brought in by each clerk, be- 
fore breakfast, if there is time to 
do so, and attend the customers 


who call. 
“Store must not be opened on 














ee | a lg Oe ae Ce es cea + a) 








BOOT AND SHOE RECORDER, June 5, 


the Sabbath Day unless absolutely 
necessary and then only for a very 
few minutes. 


“Any employee who is in the 


habit of smoking Spanish cigars, 
getting shaved at a barber shop, 
going to dances and other such 
places of amusement, will most 
surely give his employer reason to 
be suspicious of his integrity and 
all-around honesty. 

“Each employee must pay not 
less than $5.00 per year to the 
church and must attend Sunday 
School every Sunday. 

“Men employees are given one 
evening a week for courting pur- 
poses, and two if they go to prayer 
meeting regularly. 

“After 14 hours of work in the 
store, the leisure time must be 
spent in reading good literature.” 


* * * 


MMAARK-UP and Mop-up! What a 


team for the retailer to drive. Mark- 


up goes for possibly 60 per cent of 








the shoes, as sold at a profit. The 
figures apply to fast style novelties. 
The problem of the merchandiser is 


to keep Mark-Up ahead of Mop-Up. 


HROUSE-WARMING was quite an 
event in the lives of the employees 
of Marshall Meadows & Stewart, 
Inc., of Auburn, New York—for in 
opening a new building recently, 
the workers took occasion to stage a 
party that had everything in it 
from tap-dancing to community 
singing. The Mayor of Auburn 
added his congratulations and one 
of the pleasing satisfactions to the 
management was an acknowledg- 
ment: of their great pride that such 
a large percentage of employees 
had been with the concern prac- 
tically since it began. Out of 222 
employees, 27 have a record of ten 
years and 57 others a rating of 
five years or more. The names were 
listed and the chronology of the 
success of the concern from its in- 
ception to date was added to the 
program of the day. 


1937 


The new building is quite cart e& ; 
pansion and plans are fdr dae‘of * 
the most efficient lay-outs of. any | 
factory making women’s fashion 
welted shoes. The plant is located 
right on the Main Street, which 
happens to be the main line of 
U. S. route No. 20—so that mil- 
lions on the great high road can 
see the factory in operation. 


* * * 


S6¢NMMEN are now buying novelty 
shoes in groups, consequently we 
are selling many more pairs per 
person and to many more men in 
general,” so finds M. O. Michelson, 
manager of the Florsheim shoe 
store in Hollywood, Calif. 
“Two-tone shoes are very good 
this year. Men are buying their 
shoes with considerable care. It 
is not a case of buying something 
fairly good looking which will 
wear them for a long while. They 
are buying their brown shoes for 
brown suits, gray to go with their 
grays and. whites for -their dress 
Summer wear. The way men are 
buying novelty shoes this season is 
putting as much sparkle in the ac- 
tivity of that side of the house, as 
it is doing in the women’s section. 
“Right now we have thirteen 
numbers in combinations for men. 
All are selling freely. As gray 
suitings are very popular and gray 
slacks especially so, all the gray 
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shpes in Solid <igd -twé" tén¢s are 


.» showing. good Rétidn.’. Gray’ shoes 


, are being , Worn. with brown and 
? Live: suits: “this :Suininter here in 
Hollywood to good advantage. The 
‘Guard’s Gray’ which our factory 
brought out has been the cause of 
our doing a phenomenal business 
on this color. 

“A heavy demand for very light 
weight soles in our better grades 
is indicative of how well the pub- 
lic here likes those stuck-on soles. 
The trade on this shoe is increasing 
rapidly.” 


* * * 


GEORGE E. HALDINSTEIN, of 
Bally & Haldinstein who manufac- 
ture very fine women’s shoes in 
Norwich, England, says: 
“Regarding the tendency for lower 
cut shoes, I know you are trying 
to introduce these in America. I do 
not think, somehow or other, that 
we can get away with it at the mo- 
ment. Our patterns are going 
higher and higher at the moment, 
and will, I think, go even higher. I 
think we shall sell some pumps 
with novel treatments in the front, 
but our opinion is that we must 
have different types of fastenings, 
rather than lower cut shoes. There 
is a big field still to be explored 
now we have started getting varia- 
tions in eyelets, buckles and but- 


tons. 











“l can't understand why we're not getting the business. Where's that “Fixtures for Sale” 
sign we used last summer?” 





Prices. Hold 
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Firm in Boston 


First Big 
Summer Show 
Finds Buyers 
Willing to 
ForegoConces- 
sions In Order 
to Get Early 
Fall Footwear 


Photos from New York Central Publicity Bureau. 


FACED with the necessity of buying at least a portion 
of their Fall requirements, or of risking late deliveries, 
volume operators and even independent shoe merchants 
who attended the annual Boston Shoe Fair, June 1, 2 
and 3, placed a sizeable volume of orders with the 
500-odd participating exhibitors—and, by so doing, 
placed the stamp of their approval on the price struc- 
lure as it stands today. 

It is true that on the opening day of the show there 
were numerous attempts to persuade manufacturers 
that prices should be shaded. Meeting with little or no 
success in this direction, buyers got down with sellers 
to the business of detailing their needs for Fall 


openings. 


In. point of number of exhibitors and of buyers in 
attendance, this was the largest fair which Boston has 
held in many years. Not only were the participating 
hotels sold out, but outside hotels, as well. By the time 
the show opened, sleeping rooms could not be had in 
any of the better hotels in the city. 

This Boston show was unique in one respect, at least. 
It was a testing ground, not so much of style, as of 
price. To understand this, it is necessary to go back 
only a few weeks to the time when commodities gen- 
erally first began to show signs of weakness after a 
prolonged rise. It was natural to assume—at least it 
was assumed by many buyers—that the then current 
weakness in the leather market would be reflected in 
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And Buying Tends to Stabilize Market at New Levels 


the price of shoes, but the weakness in the raw mate- 
rials market came to an abrupt end: during the week 
preceding the show. So decisive was the demand for 
hides in the Chicago market and so unmistakable was 
the inference that prices had been stabilized at least for 
the time, that buyers came to the eminently correct 
conclusion that there was no use waiting any longer. 
There was, too, as pointed out before, the time element 
to be reckoned with. 

As was the case last year, much of the buying was 
done on the day preceding the opening of the show— 
even though it was a holiday. The rest of the orders 
were, for the most part, placed on Tuesday, June 1. 
After that, buying tailed off, and orders were fewer. 

Smaller independents, while interested in styles and 
in prices, nevertheless did not buy in the same ratio 
as did the larger operators—preferring to wait until 
later, to buy more frequently, in smaller lots and closer 
to actual needs. Forward buying of the extreme kind 
apparently has ceased for the time being; and inven- 
tories, built up in anticipation of price advances, will 
be allowed to shrink to more normal proportions. 
But, judging by the prices paid at the Boston Shoe Fair, 
the consumer will pay from 10 to 50 cents per pair 
more, depending on grade, than he or she is now pay- 
ing in the retail stores of the country. 

While we have stressed price in this account of Bos. 
ton’s big Summer shoe show, style was equally im- 
portant. 

In men’s shoes, more plain toes were seen and this 
evidence of a desire for easyfitting comfort found ex- 
pression also, in a number of soft-toe moccasin forepart 
numbers—--some of them hand-sewed. In dressier types 
there is more refinement of detail—achievements which 
only a few years ago, were associated with custom- 
made shoes. In leather colors, prominence was given 
to darker, richer browns an even wine shades. A 
novelty seen in a number of lines was a cream-colored 
calfskin shoe with heavy rubber sole of the latex type. 

Although advertised as a strictly business show, 
nevertheless, there was the inevitable golf tournament, 
held on the first day (Tuesday) at the Pine Brook 
Valley Country Club in Weston. More than 200 guests 
played the course, one of the best in the state, and low 
scorers were rewarded with handsome prizes. The 
tournament was held under the auspices of the Boston 
Boot and Shoe Club and not by the sponsors of the 
fair itself, the New England Shoe and Leather Asso- 
ciation. 





Style Side-Lights on the 
Boston Fair 


by RUTH HARRINGTON 


Pattern Leaders: 


Oxfords with trick top-lines dominate; gored shoes 
slightly more important in the upper price range. 

Off-side, or “swing pumps” outstanding. 

Cuff patterns inspired by Alix boot dominant in 
sports types. 

Decided interest in low-cut pumps felt at upper 
levels; not in extreme volume lines. 

Most patterns elaborate. Demand for simpler 
shoes exceeds supply. 


Color Notes: 
Black leading by wide majority—65 per cent 


and up. , 

Brown being bought between 25 and 30 per cent. 

Navy, green, wine and grey the novelty colors in 
that order. 

Many exhibitors find a more than expected interest 
in blue. 

Dark multi-colors, or ombres in case of fast-style 
houses frequently equalling all single novelty colors 
put together. 


Material Developments: 

A suede show in all lines, price selection notwith- 
standing. Calf appears in tailored lines; kid in com- 
fort lines. These leathers, together with gabardine, 
expected to be more generally important in second 
run. 

Suede and satin combinations featured by the 
upper-end exhibitors and best with this group. Also 
some suede with faille and suede with gabardine. 

Boudoir slippers (many of these lines exhibiting) 
show general acceptance of high-front silhouettes. 

In girls’ shoes, use of reverse calf in misses’ sizes 
is outstanding. Combinations of dark brown with 
smoked elk for smaller size runs. 














Display Ideas Adaptable to Full Window Use, as Panels in a Section of the Window, or for Store 
Interior Settings, Planned for Use During the Summer Months, When Whites Should Be Pushed 


EN his address on promotion at the recent Style Cun- 
ference, Ira A. Hirschmann of Saks Fifth Avenue, New 
York, said that one of the greatest promotion faults is 
quitting too quick—that about the time the promo- 
tion department begins to tire of featuring certain 
shoes, the public is just beginning to get really inter- 
ested. : 

Much has been said, and considerable done, toward 
correcting premature price cutting on whites—but 
maintaining prices alone is not encugh—there must be 


a planned promotion program that will continue to 
sustain and build interest in your white shoes right 
through the period of natural demand. 

A paragraph from a recent knit apparel bulletin 
reads: “No matter what stocks a store carries in May 
and early June, volume demand for wanderlust wear 
and general outdoor use comes later. Capes and wraps 
are indispensable during the peak vacation months 
(July and August), when the demand is natural.” 

Check up in your own store on white shoe interest. 











The ship’s prow (left) is 
fashioned of Compoboard in 
white, with white superstruc- 
ture outlined in black and 
red funnel. Rope, natural; 
lettering, cut-out. Waves are 
two shades of blue on a cut- 
out strip. 


Right—White lettering and a 
white, yellow and green daisy 
of cut-out corrugated board 
against a blue background. 
In front, a sloped panel cov- 
ered in artificial grass, show- 
ing a varied assortment of 
Women’s Whites—(see “Cool 
as a Cucumber”) Use sev- 
eral small daisies in the grass 
on the sloping plateau. 





Promote WHITES 
For SUMMER Profits . 


Pre-season promotions have been keen; salespeople Oy KR. E. ANDRUSS 


enthusiastic about the new arrivals. As weeks pass, pro- 
motions get less attention; salespeople’s interest lags. order, or, at least, that the whites should be bargain 


Those glorious new whites have become just another priced. 
bunch of shoes to be sold. Every single week during the entire selling season 


As customer interest rises in the upward trend of there should be new displays in the window and in the 
natural demand, store interest is dropping down, down, _ store, displays that dramatize the desirability and ap- 
down! The customer who comes in enthusiastically propriateness of white shoes. 
anticipating new white shoes is met with half-hearted Through a consistent, persistent program of dramatic 
interest, in both displays and salespeople, and instinc- displays in your windows and in your store, sales- 
tively feels that perhaps new Fall shoes are more in [TURN TO PAGE 41, PLEASE] 


Left—Designed for three 
panels, but can be painted on 
one panel if preferred. All 
cut-out (or painted) lettering 
is white. Top panel sky blue, 
center panel light green, bot- 
tom panel dark green. 


Right — The lettering white, 
the cucumber sketched in 
green, black and white chalk 
on a blue background. On the 
sloped panel, covered with 
grass, a variety of Summer 
men’s shoes may be shown. 
(See “Fresh as a Daisy.”) 














(rm. 

be intr 

wel co. 

odel fro 
mate; step-in from 
elby Arch Preserver. 


WHAT will you do between the Glorious Fourth 
and Labor Day? Sell whites and sell more whites, 
of course. Seli and then clear some fast-stepping 
color shoes for gay vacation wardrobes. Take a 
good vacation for yourself, we hope. But beyond 
this . . . what? 
Is there business to be done in your store in cool 
able dark shoes with a Fall look to 
ny merchants who have gone to mar- 
ast few days have ordered such shoes 
August deliveries. They are going 
Summer doldrums with special pro- 
motions. They are going to keep 
traffic in their stores by going out 
for a new kind of Midseason 
business. 
There are two sound reasons 
r this policy on their part. In 
first place, the ready-to-wear 
ple will feature certain types 
clothes throughout these 
hs for which new dark 
can be sold, if new shoes 
pmoted. And in the sec- 
ce, early showing of ad- 








vance shoe models gives retailers an opportunity 
to test out customer reactior before the heavy buy- 
ing begins. 

In this year of rising prices, this pre-testing ‘of 
style ideas is particularly important. Buying will 


be done more thoughtfully . . . and early selling 


can help stores determine how their money can h 
spent to the best advantage later on. 
What are these costume promotions to wh 
shoes can be keyed? First, travel clothes. 
spectator sports outfit for stepping off on Sun 
trips and cruises, as shown in our first photog 
grows more significant every year. With 

an outfit, a woman needs a pair of ligh 
semi-tailored shoes. Tailored suedes and li 
skins belong in this picture. This is the 
type, too, for which the darker, 
multi-color suede shoes can be 
introduced early. Not many 
pairs, of course. But one or two 
models to try out this new idea 
with the type of clothes for 
which it is particularly appro- 
priate. 

[TURN TO PAGE 48, PLEASE] 








e advance Fall 
and suede, wing 
e; Empire shoe in 
pump with patent 











- "THE “streamlined” idea was in the back of my mind 
when I completely remodeled my store. Previous to 
turning the place over to the architects, the room and 
front would pass as a fairly decent shoe store. It was 
not shabby nor entirely outmoded. 

But the way I reasoned it out was that I have a 
mighty good business, so one of the several sure ways 
of protecting that business is by making the physical 
aspect of the store just a little ahead of the times_and 
not just a little bit behind things. 

It. is good business insurance to have a good store. 
Indemnity Insurance, if you please. 

If the individual shoe merchant does not have a 
good smart place in which to serve his business friends, 
he is very apt to lose those friends, even though he does 
carry good shoes and endeavors to render good ser- 
vice. A man operating any kind of a business must 
look to its appearance. 

Closing one’s eyes to shabby furniture, the worn 
places in the rug, the old-styled wooden chairs and 
fitting stools and the outmoded shoe’ case may be the 
means of fooling the owner, but it does not satisfy his 
trade one little bit. 

Take a look at the fine cocktail bars found in every 


~ 
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up-and-coming community. Note how they appeal to 
the man in overalls and the society woman alike. We 
in the retail business are having our establishments 
compared by the public with the smart cocktail bars, 
open display food markets, the gorgeous movie houses 
and even the decorative gasoline station, with its super- 
service. 

This is especially true in the case of a shop catering 
to women, and what retail store does not? A man 
will casually take a smartly appointed place for granted. 
A woman will look it over carefully from a home-mak- 
ing angle. Trust a woman to appreciate a new store 
with its evident good housekeeping and tasty furnish- 
ings. Many women told me at great length how they 
liked the green upholstery, the chrome furniture, the 
rose beige wall to wall carpeting and the blending 
brown tints on the walls. 


WHEN it comes to the remodeling job, a shoe store 
owner should employ the best specialists he can find. 
If he can engage the services of one who has studied 
retail merchandising problems, so much the better. 
Burke and Kober did the job for me, and their standing 
is unquestioned. 
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With all the foregoing firmly in mind, when my 
lease was renewed, I got busy right off quick. If a 
shoe store’s chairs are comfortable, if the appointments 
are in good taste and the salespeople obviously en- 
deavoring to solve the shoe problems of their cus- 
tomers, then the customers are likely to relax. Getting 
a shoe customer in a relaxed frame of mind goes a 
long way in making a permanent, profitable patron, 
as Mr. Sheldon stressed so vigorously. 

This is the underlying reason why the architects 
paid so much attention to the interior displays, color 
tones and general harmonious appearance. 

Hiring the best talent to plan out the job and in- 
stalling good but not lavish fixtures is money well 
spent. Returns from this investment will come back 
to a store for some time to come. Reflect on this phase 
of shoe merchandising. Take a short line of shoes. 
Put them on a rack in the rear of the store, then try 
to get more than $1.95 for them, regardless of their 
cost or worth. Now take these same shoes, form them 
up nicely, set them on a smart open display unit. 


Airplane view of interior of Fred Newcomb’s 
“streamlined” store in Santa Ana. 


These same shoes will bring your full price of $10.50 
-—if that is their regular price. 

Under each of the four open display units in the 
store is a 20-watt lamp concealed beneath the frosted 
glass top. This is the means of attracting immediate 
attention to the display. No merchandise in the store 
is displayed under glass except the hosiery and bags. 
Even then, we have several open displays of this fast 
moving merchandise. 

Customers make a point of picking up shoes and 
slippers from these units, which they never could do if 
the old type of show cases were used. We are not 
interested in “showing” goods. Our object in being in 
business is in “selling” goods. When a store can ar- 
range its displays so that the trade can handle the mer- 
chandise, then the w.k. sales resistance takes an awful 
beating. 


@UR experience here since the store has been all fixed 
up is that men in working clothes will come right in to 
buy their Florsheim or Racine shoes. In fact the men’s 
trade has shown a remarkable pick-up, so instead of a 
smart store tending to drive the men away, we know 
it attracts them, just as much as it does the women. 


California Shoe Merchant Tells 

Why He Remodeled His Men’s 

Store and Explains the Sales 

Psychology Back of His Plan 
of Modernization 


Comfortable seats, arranged along the side walls, deeply upholstered in 


green, chrome fitting stools and trim, rose beige to wall 


carpeting are 


features of the remodelled interior of this interesting store. 


by FRED NEWCOMB, JR. 


Owner of the business described in this story, Mr. 
Newcomb has been retailing shoes in Santa Ana, 


Calif., for the past 24 years. 


When he first came to 


the city he was connected with the Turner Shoe Co. 
In 1920 he opened a store of his own. Three years 
ago he moved to his present location at 111 West 
Fourth Street. Associated with Mr. Newcomb in the 
store are Carl R. Stuckey, who formerly operated his 
shoe store in Orange; L. J. McKeown and T. F. 


Newcomb. 


FRED NEWCOMB, JR. 
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Wages and Hours and Prices 


THE wages and hours bill in Congress is too impor- 
tant a measure to be rushed through in half-baked 
fashion. It may be true that a lot of experience has 
demonstrated to industry that it can operate on a forty- 
hour week, but who can say that it can operate effi- 
ciently and economically on a thirty-hour basis, with- 
out hearing from industry itself? The Congressional 
Committee should put in weeks, and possibly months, 
instead of fewer hours and fewer days, before rushing 
through a piece of legislation that has such an influence 
on the ultimate price of goods. 
The act is most abtruse in its wording. 


Section 2-A says: “The minimum wage shall be . . . cents 
an hour; except as a different minimum shall be fixed by the 
Board under tion 4.” When you come to Section 4—you 
find that the Board shall vary the minimum established by 
Section 2-A, up and/or down, “to prevent the depression of 
general wage levels below those consistent with the maintenance 
of a minimum standard of living . . . without unreasonably 
curtailing opportunities for employment.” 


By such a law, Congress will give to an executive 
Board power so great as almost complete discretion to 
fix any wages and hours anywhere. We presume that 
ithe reason for such flexibility is to take into considera- 
tion the wage levels in the South, without mention of 
the color line. Under this wages and hours bill, it is 
» crime to ship goods made in violation of the hours 
and wages it fixes. It is also a crime not to grant the 
hours and wages and a crime to violate any order of 
the Board. In fact, employees can recover, by civil 
suit, for any lower compensation than that arbitrarily 
set by the Board. 

This seems to be an outright delegation of almost 
unlimited wage and hour fixing to an executive board 
of five. 

In looking through the report of the Bureau of 
Labor Statistics on employment and payrolls, we see 
that in the high manufacturing month of February, 
the average hours worked per week in boots and shoes 
was 41.7 and the average hourly earnings 50.2 cents. 
In leather and its manufacture, the average hours 
worked per week were 40.5 and the average hourlv 
earnings 59.4 cents. In the entire chart of manufactur- 
ing industries of the United States, there isn’t an indus- 
try, with the single exception of “cotton seed oil, cake 
and meal,” where the average work week is as high as 
50.2 hours per week. 

So any move to lower the scale of hours to thirty 
hours per week must carry with it something like the 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


weekly wage in dollars and cents equivalent to what 
is obtained by the workman for the forty hours now 
employed, to satisfy the worker with the law. It is 
obvious that such regulation will boost the prices of 
shoes and other manufactured articles. The idea back 
of all. the legislation is to bring about reemployment, 
but industry isn’t doing so badly when you read from 
the Labor report the following: 


“Approximately 228,000 workers were returned to employ- 
ment in February in the manufacturing and non-manufacturing 
industries surveyed by the Bureau of Labor Statistics. At the 
same time weekly wage disbursements were increased by nearly 
$13,500,000. A comparison with February, 1936, shows that 
these industries had over 1,560,000 more workers on their pay- 
rolls in February of the current year and that the weekly wage 
bill was nearly $63,500,000 larger.” 


We point the significance of this pressure for im- 
mediate action on the wages and hours bill to the pos- 
sible repercussions of the same sort of thinking at 
retail. If retailing was a function that was tied up to 
the speed of a machine, the limitation of hours to thirty 
or forty might be swallowed as a bitter pill because 
it is effective in every industry, everywhere. 

But retailing is an entirely different function. It 
is linked with the buying behavior of the public. 
There are hours on end when stores are empty and 
clerks are waiting for trade. 

Perhaps, at the moment, there is no intent on the 
part of Congress to enter into the determination of 
hours and wages at retail; but the seeds sown are sure 
to harvest when store employees measure their free 
time against that of the factory worker; their busy 
Saturday work against the factory worker’s week-end 
holiday and even the matter of recompense as mea- 
sured against hours, will cause unrest. 

In the chain field there is certainly a sense of alarm 
over the possibility of legislative bearing on the point 
that such operation may be considered interstate and 
eventually forcing wage and hour schedules in that 
field. Perhaps the loop-hole will be that the law is 
not made applicable to businesses having less than 
twenty employees. 

But all labor is on the march and it should be the 
part of wisdom for Congress to think this out to its 
ultimate economic conclusion. 

[TURN TO PAGE 59, PLEASE] 
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BY THE OFFICERS AND DIRECTORS 
OF WALTER BOOTH SHOE COMPANY 


With a group of associates, I recently pur- 
chased a controlling interest in the Walter 
Booth Shoe Company from the estate of the 
late Walter Booth. 


At a stockholders’ meeting on May 14, the fol- 
lowing officers and directors were elected: 


CHARLES D. ORTGIESEN, President and Director 


HERB W. GARDNER, Vice President, General 
Manager, and Director 


FRED E. BEALS, Treasurer and Chairman of the 
Board of Directors 


MORGAN J. KAVANAUGH,. Secretary and Director 
W. A. SCHUMANN, Plant Manager and Director 
JAMES T. GUY, Attorney and Director 

JAMES H. PRATT. Director 


Active management of the Walter Booth 
Shoe Company will be in charge of Herb W. 
Gardner, who has been actively connected 
with the firm since its founding. An able 
leader of many years’ experience in the shoe 
industry, he is well-known to the trade. 


As in the past, we shall endeavor to make 
our shoes the finest available in their price 
range, to maintain a complete in-stock ser- 
vice that really functions, and to promote 
aggressively what we believe to be the 
greatest name in the shoe industry. - 


Weare sincere in our desire to maintain and 
improve the trade relations which have 
made the merchandising of Crosby Square 
shoes mutually profitable. 


THE HOUSE OF CROSBY SQUARE ¢ WALTER BOOTH SHOE COMPANY + MILWAUKEE, WIS. 














FTER FIT—lightness is the first factor in shoe 
comfort. Women find shoes with weight-saving 
heels covered with “Pyraheel” plastic heel coverings 
more comfortable to wear and walk in. 
Scufflessness is another advantage of this new 
built-up heel effect. You know the value women 
place on this quality. This heel covering gannot 
check, crack or split. The finish is uniform—heels 


7 BUILT-UP HEEL EFFECTS 
P cof in SCUFFLESS “PYRAHEEL” 


&. 1. DUPONT DE NEMOURS & CO., INC., PLASTICS DEPARTMENT, INDUSTRIAL DIVISION, ARLINGTON, NEW JERSEY 





THIS PAIR zs LIGHTER 
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AND | do want 
SCUFFLESS HEELS! 


Give your Customers SCUFFLESS “PYRAHEEL” zz ze NEW BUILT-UP 
HEEL EFFECTS... LIGHTER... MORE UNIFORM...Cazzor CHECK or CRACK 


match perfectly. They stay new-looking much longer. 
In appearance, the new built-up effects are exact 
photographic reproductions of the finest built-up 


_ heels. The surface is embossed, giving the feeling 


and texture of leather. 

Made in all sizes for every type of heel. Ask your 
shoe manufacturer about this new heel covering. 
Or write du Pont. 
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fem the same hearty acceptance you have 
poth to Excelsior Shoes and to Belle Meade 


The “Excelsior” brand has enjoyed a long and 
honorable reputation in the boys’ shoe field. 
Established in key department stores from coast 
to coast, it has built up a large consumer accep- 
tance—a demonstrated demand. 
No. 7626—Illustrated— Black 
Baltic Veal 


No. 7726 — Tan Baltic 
Veal 


(Wing Tip Medal- 
lion Brogue, 


Leather Heels) 


The Belle Meade Shoe Company will continue 
the manufacture of “Excelsiors”, maintaining 
the fine quality, style and reputation of these 
famous shoes, and building for them a future 


fully worthy of the prestige they enjoy. 


The ample resources of the Belle Meade Shoe 
Company — its reputation for the purchase of 
excellent leathers — its rigidly high standards of 
workmanship—assure the manufacture of shoes 
of high quality and outstanding value. Shoes 
that will sell. 


54 styles of Excelsior Medal Shoes and Boots for 
Boys are now in stock — ready for your selection. 
Real Excelsior winners! 


YES! A LUCKY MEDAL WITH EACH PAIR 


Hundreds of thousands of boys 


“have worn with pride the Excel- 


sior Medal! Watch your young f 
customers go for it. A real medal 
— chock-full of boy-appeal! 


ORDER NOW! 


Belle Meade Shoe Co. 


A DIVISION OF THE GENERAL SHOE CORPORATION 


- NASHVILLE, TENNESSEF 
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FITZ BROS. CO. 
AUBURN, MAINE 
Milady knows little or nothing about the last over which pero yeu 
UNITED LAST CO. 
her shoes are made — indeed, she need not be concerned BROCKTON, MASS. 
STEWART & POTTER CO. 
— because skilled artisans, trained and experienced in oo "- ¥. 
EMPIRE LAST WORKS. 
ROCHESTER, N. ¥. 


giving her Fashion’s smartest in style and fit, are constantly saeaves €80$. CO. 
ST. LOUIS, MO. 


working on this intricate and important creative problem. KRENTLER BROS. CO. 
‘ MILWAUKEE, WIS. 


UNITED LAST CO,, LTO. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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BSeyn ut jie 
2 DELMAN 


3 PALTER DelISO 
Al-MILLER 
STEWART & POTTER NEW YORK 

service to manufacturers of P ae 5 VA L-ARS 


women’s fine shoes is 


strikingly illustrated in the Ba de 
footwear shown herewith ° Ihe bre st ' 








- 


BOOT AND SHOE RECORDER, June 5, 


1937 


Shoes of the London Season 


pump with a small tailored bow 
at its throat. I had the good for- 
tune to look at some seventy photo- 
graphs of her majesty. Her pumps 
were generally of suede, some of 
patent leather, one of lizard, others 
which looked like kid. The photo- 
graphs showed only one _ shoe 
change—a pump of patent with 
vamp cutouts in the stepladder 
manner. 

[TURN TO PAGE 40, PLEASE] 





Kate Arlene Goldstein Re- 
ports the Highlights In Foot- 
wear Worn for Grand Social 





Season in England 


Pumps Preferred by the Queen, the Duchess of Kent, 


and the Duchess of Gloucester 


EROYALTY’S choice—and the peo- 
ple’s choice, too, is the pump. 
Plain dignified pumps on all ages 
—all classes—at all prices. Many 
of these pumps have small bows at 
the throat. The pump with D’orsay 
sideline is often seen. Very chic 
women were noted wearing built-up 
pumps trimmed with winglike bows. 
As the last was obviously British, 


it looks as if the trimmed pump 
was getting attention. 

Many of the pumps are of suede 
which has invaded English shoes in 
all price brackets. Patent bows or 
trims is the chief use of patent, 
although a number of patent pumps 
were about. Also pumps in kid 
and calf. 


England’s Queen prefers the 





BOOT AND SHOE RECORDER, June 5, 1937 


NOS EIGHT AND WOMEN'S WEIGHT 


JETTA 


Worl Dust Bad iff 
a * 
AEP s¥-1-1-Yo MADD ofod a ME-T:3(-Yol ¢-Yo ME) -00 at-MEE- 0 alc UM ob ¢-0a¢:To UMN ob ab ant :¥ a Moy am Cod ale ME:> 4 01-5 01-) alol:) 
id aX: C-Yod ab ab Ke gUt- Maroy MER o} cole te tot tate MD s0 at-MENC-T- U0 al-> mm O@) ab (oM-IDL-tac- WN) aM ol C-Yol GaN ot- VE SEER Zod aa abl t amr-\o(ol-) 
the pedigree of the footwear into which it goes . . in nearly every case, the 
itionally known lines. Its fine grain with tight break, its mellow and glovelike feel, 
aXe Gat <M c (-\-5 of o) E-Yol ams Sb abt-) amr VOUT: Co Co UE CoM 0 aC-UE-S0'2(- EE: bale OMB aat-> dod at-bato0t-) bate ME 0 0} 0-1-0 Uo} MB Zolb6 aE) lol: 
Jetta Calf simply makes black. shoes better! And one of our purposes in producing it is 
VC ambt amt) a¥- VO UEE- Colic UR CoM Oat Wb 2-5 oh00c- hated aUo) Meat: UE-Jalel- We act: ballUs-(ol abl d:) at- talc Mohali dat cohble dau abtealt CoM dat: 


endships you build for your store. Swatches of either weight will be sent on request. 


Creatives we Chg: 


A COMPLETE SERVICE IN FINE CALF LEATHERS © THE OHIO LEATHER COMPANY © GIRARD, OHIO 


BY OHIO 
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“* 


an 


poner 


‘Dr. John Martin Hiss, BSC, D.O., M.D., has given over 


‘250,000 foot treatments in his famous Los Angeles Clinic. 


People have been drawn here from all over the world. 
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MADE AND MERCHANDISED 


ay 
MARSHALL, MEADOWS 


and STEWART, Ine. 


THIS announcement marks the first milestone in a new and 
constructive program which contributes a real advance 
in the women’s shoe industry. 


The program puts into effect the knowledge of the man 
conceded to be America’s best-informed foot specialist. 
It means definite improvements in lasts, patterns, shoe- 
making and shoe fitting. 


These technical advances are fundamental in nature... 
go back to basic requirements . . . and involve certain 
new features such as the Dr. Hiss “Cuboid Balancer”. 
Equally important . ... the program contemplates strong, 
localized sales and merchandising cooperation. All the 
fast-growing fame of this internationally noted foot sur- 
geon is effectively capitalized to the advantage of the 
merchant. 


Write for details of the plan. 


MARSHALL, MEADOWS & STEWART, Ine. 
DIVISION A-I, AUBURN, N. Y. 


At Midwest Shoe Fair, June 6—7—8, Rooms 1407—1409 Netherland Piaza 
Hotel, Cincinnati 


















THE FITTING RULE 


A 
Department 


for 
Retail 
Shoe Salesmen 


The 


YOU are all psychological salesmen, but you must 
also remember you have psychological buyers. Treat- 
ing a man or woman as they like to be treated is an 
art. It takes an artist to have a crank ask for your card 
after the completion of a sale. 

The best instruments in the world are useless in the 
hands of a man who does not know how to use them. 
You can do more damage fitting good shoes wrong than 
you can with cheaper ones, for cheap shoes are liable 
to stretch easier than the better ones. 

Fitting shoes is an interesting vocation. It is also 
a job that has many complex and debatable angles. 
Each fitting is a separate problem that must be solved 
and solved correctly, or else!!! There is no one shoe 
that will fit all feet. There is no set rule that can be 
given a beginner which says, “Here is the printed rule 
on how to fit all feet.” This knowledge is only ac- 
quired by long practice and close application to the 
art of proper fitting. We have many types and variations 
of normal feet. And many more different conditions 
that occur when the feet are abnormal. 

A person getting the maximum amount of comfort 
from a certain shoe will tell friends to purchase the 
same type and style. It is certain that some of these 
friends will get just the opposite results. No fault of 
the shoe or of the fitter, for in many cases the customers 
are most decided in voicing their likes and dislikes. 

Fitting the normal foot generally requires a straight 
inner line shoe. Shoes deviating from that to the 
pointed styles, force the great toe to point outward. 
This, if allowed to continue, will start bunions, ingrown 
nails and other foot disorders. 

The heel of the shoe should be governed by the 
height of the arch and not by the vagaries of current 
fashions. The lower the arch, the lower the heel height, 

and vice versa. A high-arched foot in a low-heel shoe 


ART of SHOE FITTING 
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DR. LEO FEDER 


by DR. LEO FEDER 
FORMER LECTURER, FIRST INSTITUTE OF PODIATRY, 
NEW YORK CITY, NOW RETAIL SHOE MAN IN 
LOS ANGELES 


causes a tension on the tendon Achilles and calf 
muscles. A high-heel shoe on a natural flat foot brings 
nearly every kind of foot trouble to it. 

People with low arches that wear high heels are 
destroying a balance that makes them fight gravity. Cor- 
rect posture can only be obtained when we permit 
gravity to work for us. When ill-fitting shoes throw us 
out of balance, we are fighting gravity. When that 
occurs it is only a question of time when we get to feel 
the strain on our whole system. 

Another heel condition that is very important and 
often overlooked is the improper position of the heel 
bone, caused by the position it occupies in the shoe. 
The inner border of the heel bone should be on a line 
with the inner border of the great toe joint. Otherwise, 
the heel bone is forced toward the outside of the shoe. 
Even if the heel height of the shoe worn is proper, the 
outward forcing of the heel bone will in time produce 
an inner pronation. This is caused by the lengthening 
of the arch ligaments, which are not able to prevent 
ankle rotation. 

In order to get a correct fit, many things have to be 
taken into consideration. The careful shoe fitter will 
notice the type of foot and will study the conditions 
he has to contend with. Among them are: the arch 
height and length; the length of the toes and the shape; 
the heel height and size. All of these things are im- 
portant. 

The arch height and length determine the heel 
height of the shoe. The arch length tells what length 

[TURN TO PAGE 41, PLEASE] 
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TURF SHAFT 
South Africa 
8,500 ft. 


MORRO VELHO 


Brazil 
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but the WORLD’S BIGGEST MAGAZINE 


is twice as big as the second biggest... 


OLD MINES, cities, mountains, rivers—in one 
classification after another it’s the same story: 
The biggest in the world is very little larger than the 
second biggest. But the world’s biggest magazine is 
far ahead of its nearest competitor—it’s twice as big! 
Each week The American Weekly reaches nearly 
6,000,000 families. And these families, it has been 
proved, are the most responsive buyers in the world. 
They read advertising and ACT! That’s because the 
vast circulation of The American Weekly is concen- 
trated in the country’s richest trading areas... in 624 of 
the nation’s 3,074 coun- 

ties where 68% of all fam- 

ilies live, and where 80% 

of all retail sales are made. 

This is the powerful 

selling support you get 

from manufacturers who 

advertise inThe American 


THE 


Greatest 
Circulation 
in the World 


rere 
NEARLY 
6,000,000 
CIRCULATION 





NEAREST 
COMPETITOR 
CIRCULATION 


Weekly —a selling support that means faster turnover 
and greater profits for you. 


What The American Weekly is 


The American Weekly is the largest magazine in the 
world. It is distributed through the 17 great Hearst 


Sunday newspapers. In 627 of America’s 995 towns 


and cities of 10,000 population and over, The American 
Weekly concentrates 67% of its circulation. 


In each of 174 cities, it reaches better than 
one out of every two families 


In 144 more cities, 40 to 50% of the families 
In an additional 134 cities, 30 to 40% 
In another 175 cities, 20 to 30% 


. . and, in addition, more than 2,000,000 families in 
thousands of other communities, large and small, 
regularly buy and read The American Weekly. 


ERICAN 
EEKLY 


“The National Magazine with Local Influence’’ 
Main Office: 959 Eighth Avenue, New York City 
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An ingenious ad from Los Angeles 
that makes its appeal to the sports 
minded younger set. : 


SHOE advertising swings into the 
Summer season with the most 
varied assortment of interesting 
new styles, to be featured in copy 
and pictures, that we can recall in 
any recent season of shoe selling. 
There seems to be literally no end 
of Summer shoes to talk about, and 
this applies, not only to the multi- 
tude of specialties in sport, sandal, 
beach and outdoor footwear that 
have made their appearance on this 
Summer’s market, but also to “regu- 
lar” types of shoes as well. By 
“regular,” in this respect, we mean 
the more standard types of leather 
shoes which most people wear for 
the ordinary every-day purposes 
and occasions of life, as distin- 
guished from the strictly seasonal 
specialty types, designed mainly for 
sport and play. 

Right now, of course, white shoes 
have the call and tend to dominate 
both newspaper ads and windows. 
While we think it’s a fallacy to 
limit the season of white shoe pro- 
motion to the early weeks of the 
Summer, and a serious mistake to 
toss whites on the bargain counter 
before the season of their greatest 


Ads Feature Shoes for 


Summer Sports 


Vested Assortment of Styles, Types and Materials 
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Marks Advent of Warm Weather Season, but White 


usefulness is scarcely under way, 
nevertheless we recognize fully the 
advantage of pushing whites as 
energetically as possible in the 
month of June. In this way the 





5 RIGHT ANSWERS 


TO A GIRL'S SHOE QUESTION 












‘Wher dhows do we suggen, right now, for a gid? 
‘These five, by all mesas. Deughens, with her eye for 
whar't in favor, likes che sryles — snd siother endorses 
‘the cypacal Best fearures — soug-frering heel, good roe 
“width, proper arch for the pour fel foot. 


BEST « CO. 











This ad tells a complete story of 
what’s what in shoes for girls. 


far-sighted merchant endeavors to 
sell the greatest possible percen- 
tage of the store’s stock at a profit, 
before competition has broken the 
price. That is exactly what a lot of 
shoe merchants are doing right 
now, if one may judge by the vol- 
ume of white shoe advertising ap- 
pearing in the papers. 

By the latter part of May, shoe 
and department stores the country 
over were advertising whites, and 
that was as true for men’s shoes as 
well as for women’s. “May Time 
ls White Shoe Time,” said Gano- 
Downs, of Denver, in a four-column 
ad, the full depth of the newspaper 


Dominates the Promotion Picture 





page, that showed illustrations of 
both men’s and women’s white 
shoes. Under “White Fashions for 
Women,” this ad listed the follow- 
ing: “Smart, exclusive Summer 
footwear in white, brown and white, 
black and white, colored linens, 
prints, petit point, kid, woven fab- 
rics and dyeable materials . . . 
open toes, sandals oxfords and 
pumps . . . a style for every type 
foot.” The men’s white story was 
told as follows: “Every authentic 
white shoe fashion for Summer, 
1937 . . . whatever your Summer 
life demands in the way of smart 
footwear, you'll find a complete 
selection at Gano-Downs . . . white 
buck, brown and white or black 
and white combinations.” 

[TURN TO PAGE 55, PLEASE] 
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MEN LIKS TO SAY THEY WEAR THEM 














Pictures give the most truthful im- 
pression of style in shoes, and in this 
case tell the whole story 
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the country. You owe 


this outstanding line 
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BRAUER BROS. SHOE CO. ST. LOUIS, MO. §& 



















Now 


YOU CAN 
ELIMINATE 
THIS 


Every retailer 
KNOWS THIS TROUBLE..... 


... the complaints and refunds resulting from soles 


breaking at the lip of the heel. 


The new Breastlock Heel eliminates it. Furthermore, 
this improved heel strengthens the shank . . . makes 
possible straight front “Cuban” heels as high as 


wanted. 


Plenty of reasons for wanting shoes with the heel that 
improves their value . . . gives you new talking points 
... even if they did cost more. But... 


F. W. MEARS HEEL CO. 
140 Federal St., BOSTON 


Factories at Lawrence, Mass., Conway, N. H., 
Auburn, N. Y. Columbus, O., St. Louis, Mo. 
Affiliated Dominion Heel Co. 
Montreal and Quebec, P. 9. 


SPECIFY 


SEE OPPOSITE PAGE FOR 
DETAILED EXPLANATION 
OF BREASTLOCK PRINCIPLE 








Shoes with Breastlock 
Heels cost no more 
than ordinary Louis- 
heeled shoes . .. (ex- 
cepting thos¢ of single 
sole construction). 






ON YOUR 





ORDERS - 
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Shoes of the London 
Season 


[CONTINUED FROM PAGE 32] 


The Duchess of Gloucester prefers 
the plain pump although her photo- 
graphs also show winglike trims at the 
throat of pumps. A suede moccasin 
oxford she wears has cording instead 
of the usual moccasin marking. For 
sports she weers a sandal made of nar- 
row strips. 

The Duchess of Kent wears mostly 
suede pumps with small throat bows. 
A pump was also her choice for the 
Coronation ceremony. 

Oxfords with a smart touch were in 
the minority. One pair of smart ox- 
fords, whose owner lunched at the fash- 
ionable Claridge, were suede with pat- 
ent strippings. Most of the oxfords 
are matronly looking and exaggerzte 
the length of the foot. 

The Theo tie is the daytime prefer- 
ence of England’s Beloved Queen Mary. 
A tie with cutout side strippings is 
her favorite. 

Sport oxfords — overlapping tongue 
styles—side buckle types are among 
those seen for walking. 

High lines are identified as Ameri- 
can-made. It was amusing to recognize 
pettern after pattern as coming from 
America, being worn by a visitor or 
an English woman who buys the Amer- 
ican shoes for which she is “size” grate- 
ful. About ten years ago the high cut 
shoe was a favorite. It made feet look 
smaller. Some believe this higher shoe 
has a chance of revival in English- 
made shoes, elthough acceptance of 
such new styles is slow. 


It is interesting to hear many Brit- 
ish women say that they’re planning tc 
try American patterns as these new 
American styles are termed much 
smarter than British ones. 


Open toes are not seen on the street. 
They are in the minority for evening, 
although this acceptance for evening 
is growing. 

Bleck is very big. Much navy is 
worn. Our copper tone is seen occa- 
sionally. There is little brown and 
practically no gray. I have not seen 
wine shoes or red earth shoes in other 
than American patterns. English wo- 
men do not believe in colored shoes. 
Colored shoes to match dresses are 
worn for evening—occasionally the con- 
trast evening shoe—most often gold 
and occasionelly silver. 

The glamor and brilliance of the 
Coronation is expected to leave its 
mark on Fall clothes. Although not 
new to America, there’s talk of shoes 
going in for embroidery, particularly 
the leaf design on the Coronation dress 
worn by the Duchess of Gloucester and 
by other members of the royal family. 
Sequins, brocedes, lace ‘and jewels in- 
cluding pearls, are expected to be an 
important Fall evening influence. 
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The Fitting Rule 
[CONTINUED FROM PAGE 36] 


shank must be fitted. The toe length 
governs the vamp and the toe shape 
indicates the type of front the shoe 
should have to be most comfortable. 
The heel size decides what heel fitting 
combination the foot needs and also the 
base needed for a better balance. 

When any shoe does not allow the 
foot to take the body weight on the 
heel, arch and ball, it is only a ques- 
tion of time when foot troubles will 
appear. The continued strain on that 
foot will cause the ligaments to 
lengthen. That starts many forms of 
foot trouble. 

Do not attempt to put a short-toed 
foot in a long vamp or a long-toed foot 
in a short vamp shoe. Good shoe fitters 
watch these conditions and prevent the 
dissatisfaction. 

The length of the shoe should always 
be at least an inch longer than the 
foot. Long, narrow feet are generally 
allowed more length than stubby feet. 

One of the most frequent conditions 
we meet, especially with the wearers of 
high-grade shoes, is the fitting of 
extra long, narrow shoes. That con- 
dition often starts metatarsal trouble. 
The narrow fitting does not allow 
enough ball room, forcing the meta- 
tarsal bone out of alignment. The 
extra length creates extreme toe lever- 
age, which weakens the anterior arch. 
Long and narrow shoes cause Morton’s 
toe, the kind that makes the wearer re- 
move her shoes when the pain occurs. 
Loose shoes are trouble-makers, as well 
as the tight ones. The arch and heel 
fitting of the shoe should be snug 
enough to hold the foot gently so as to 
prevent friction, but should not inter- 
fere with the normal functioning of 
the foot. The sole thickness should be 
enough to keep the wearer from feel- 
ing every small pebble. 

Fitting shoes to normal feet is a 
pleasure, especially when the cus- 
tomer can beautify her feet with com- 
fort. Many customers unknowingly 
have foot trouble, are displeased and 
put the blame on the shoes instead of 
on the condition of their own feet. 

It is not necessary for shoe fitters to 
diagnose or analyze every foot condi- 
tion for the edification of their cus- 
tomers. He should do it for his own 
benefit and to protect himself and his 
store when he can readily see certain 
conditions that cause dissatisfaction. 


Promote Whites for 
Summer Profits 


[CONTINUED FROM PAGE 21] 


people’s interest in whites will be held 
higher, and customer interest will be 
increased. You'll be definitely building 
toward increased pairage at profitable 
prices. 

To back up your promotions, main- 
tain size ranges in the most popular 
sellers, backed up by good in-stock 
service. 





STUDY THESE 
SIMPLE 


DIAGRAMS 
of the 


BREASTLOCK 


TONGUE and GROOVE PRIN- 
CIPLE you will quickly under- 
stand how Breastlock Heels make 

possible shoes whose soles will 
not break across the heel lip— 
no matter how high the heel. 


HERE IS THE GROOVE— 
UNDER SOLE AT SHANK— 
INTO WHICH FITS THE 
BREASTLOCK TONGUE 


SPECIFY 
BREASTLOCK 


HEELS 


they eliminate com- 
plaints and refunds due 
to broken soles at top of 


heel 
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State-by-State Reeord of Shoe Distribution 
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GET IN ON THE 
EXTRA PROFITS 


OF THIS QUICK SELLING, 


THE SHOE THAT COMBINES WALKING 
COMFORT WITH HIGH-HEEL STYLE 


Velvet Step opens up a new and wide market 
for the shoe dealer. Why—because this shoe ap- 
peals to the style-wise woman who heretofore 
has had to forfeit comfort to get style. But in 
Velvet Step she can have both style and comfort. 
So your chance for extra-pair sales is increased 
and your repeat-customer trade is definitely as- 
sured. .. . Velvet Step Shoes are backed by an 
aggressive promotional campaign. Write for full 
particulars. 


cles 


BRANCH OF INTERNATIONAL SHOE CO. 
ST. LOUIS, MO. 


RETAILERS 
With an Interesting 


The VELVET 
STEP resilient 
ad locks the 
eel in place, 
prevents the 
foot from 
slipping for- 
ward with 
each step, 
supports the 
longitudinal 
arc and 
massages the 
metatarsals. 






























3 HOW long since you have 

checked over your fixture 
room and put everything in 
order? Fixtures a: yore quite 
an investment and you cannot 
afford to stack them in a cor- 
ner where they may get lost or 
broken or so dirty you would 
be ashamed to use them again. 


7 THIS is the day to re- 
arrange and freshen up 
your window display. Continue 
your children's window all this 
week, with such changes from 
your on d pred ~ are 
necessary. je roe should also 
be given to white footwear and 
@ generous display of silk 
hosiery. 


11 THERE should be a good 

ad in today's papers on 
summer footwear styles, with 
emphasis on footwear for grad- 
uates and brides and vacation- 





WHAT are you going to 

advertise today for Sat- 
urday selling? Vacation time 
makes this a very good time 
for a strong ad on children's 
play footwear. Try it and have 
some interesting give-away of- 
fer for children, that will make 
them want to come in. 


8 FOLLOW up your promo- 

tion of children's footwear 
with an interesting mailing to- 
day. A good letter, accom- 
panied by a reprint of the ad 
in last Friday night's paper, 
will get attention. Mention in 
your letter that the give-away 
offer to children continues 


throughout this week. 


~ 


1 JUNE is the big month 
for White Shoes. How 
about sending out a letter 
and a folder, featuring 
white footwear? You can se- 
cure a very striking effect by 
printing in white ink on light 
blue stock. It's a pleasing Sum- 
mer combination. Ask your 
local printer for his ideas. 


5 IF you advertised chil- 

dren's footwear last night, 
did you arrange an interesting 
children's window to back it up 
—and for a window leader for 
today, we suggest a special on 
children's hose and one or two 
of the women's footwear items 
you want to clear. 


9 CHECK stocks thoroughly 
again today. It is the only 
way to keep your stock moving 
and your investment down. The 
merchants who check stock 
regularly and then does some- 
thing to move the slow sellers 
is the man who gets the most 
turns and the best profit. 
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THE SHOE STORE 


7] ISN'T it about time for a 

very thorough check of 
stock? If you discover Spring 
numbers that have not moved, 
do not keep them for your Sum- 
mer clearance. Search them out 
now and use them for Saturday 
window leaders in June—then 
you won't sacrifice all your 
profits. 





10 DO you keep a record 
of your customers so 
that you know their sizes and 
their preferences as to style 
and colors? Such a record can 
be used to good advantage 
when you have little odd lots 
to clear away, for you know 
exactly where your prospects 
are. 


14 FLAG DAY. A day that's 

often ove An 
American flag in the window 
with a card reminding folks of 
today and bearing a tribute to 
the flag will be good publicity 
for you and “ig. eee much favor- 

able comment. to rec- 
ognize special days in # in this way. 


1937 





2 


wil 
; 

mn | 
an 
sur 


an 
lar' 





BOOT AND SHOE RECORDER, June 5, 1937 


CALENDAR 


A Working Schedule for Busy Merchants 


15 WOULD not this be a 
good day to sit down 
and make a thorough check of 
your mailing list to be sure it 
contains no dead material and 
to be equally sure it contains 
all the names it should list. 
You must do this frequently if 


you want to keep your list alive. 


19 BE sure you remove your 

window of Father's Day 
suggestions tonight, replacing 
it with a simple style window 
for over Sunday. Give each 
salesman a list of the close-outs 
you want to clear by July | 
and insist that they make a 
special effort on all these num- 
bers today. 


9 3 HAVE you an extra good 

table or counter display, 
up front, on silk hosiery? It 
will add a good many dollars 
in sales the balance of the week 
and check your stock again to- 
day. It's a lot of work, to be 
sure, but the results are sure 
and certain if you check regu- 
larly. 


16 NEXT Sunday is Father's 

Day. Arrange a window 
display of golf shoes with a 
card, "Give Dad a New Pair 
For Father's Day". A little dis- 
play of boxed men's hose with 
a card suggesting that a box 
will make a good Father's Day 
gift would also be timely. 


94 WHAT can you do to 
make the store more in- 
viting for the Summer months? 
Are your store lights too glar- 
ing? Are all the electric fans 
installed and operating? Have 
you a generous supply of cold 
drinking water for clerks and 
customers? How about chang- 
ing your interior trims? 


98 FOR these final June 
days, your windows 
should play up vacation foot- 
wear in a big way. With a 
holiday this week-end and many 
vacations starting on July |, 
this is the most timely thing 
you can do. And give hosiery 
a good, big display too. 


17 DID you check your 

stocks yesterday? Have 
you considered the possibility 
of air-conditioning your store? 
It is the coming thing and 
stores everywhere are doing it. 
Why not find out what it would 
cost to add this modern touch 
to your store? It will help your 
business materially. 


91 ALL window displays 

should be changed to- 
day and an entirely new group- 
ing and arrangement put in 
place. Be sure there is a price 
card on every shoe in the 
window. If you will check up, 
you will observe that the chain 
stores always price every shoe. 
They know that it pays. 


95 PLAN a good ad on 
Summer styles for to- 
night's paper with a big fea- 
ture on summer hosiery, but do 
not use large space. This is 
the season for conserving your 
advertising dollars. Advertise 
consistently but modestly. Ar- 
range several table displays of 
the advertised hosiery for to- 
morrow. 


99 THURSDAY begins a 
new month and in July, 
you always have to put up an 
aggressive fight for business. 
Have you made your plans? If 
not, you had better do it to- 
day. Will there be a July 
Sale? Have you figured out 
your advertising and window 
schedule? 


18 IN preparing your ad 
for today's paper, be 
sure to give generous space to 
suggestions for Father's Day 
and your windows should be re- 
arranged to give more space 
to such items too. Women's 
summer style footwear should 
not be overlooked in planning 
tonight's newspaper ad. 


92 IF you're going to have 
a July Clearance Sale, 
why not send out a letter now, 
telling your customers that you 
are planning to have an ad- 
vance sale for customers only 
for the balance of this week. 
Offer a 10% discount from 
regular prices to those who 


bring in the letter. 


26 SINCE you played up 
Summer hosiery in last 
night's ad, why not give over 
an entire window to the line 
and promote your best selling 
numbers, in a way that will 
make every passing shopper 
realize that your store is head- 
quarters for women's and chil- 
dren's hose. 


30 BECAUSE of the week- 
end holiday, perhaps it 
would be advisable to have e 
mid-week ad in the papers, 
featuring "Footwear For The 
July 4th Holiday". And today's 
stock check is important too. 
What does it show? Have you 
done a good buying and sell- 
ing job the first half of 19377 













































ange soe ae 



























Labor Legislation | 
To Fore at Northwest Showing 


PB acific Northwest Shoe Retailers Association 


~ 
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Close Most Successful Showing In Its Ten-Year 
History With Labor Problems and Legislation 


THE largest and most successful convention ever 
held in the ten-year history of the Pacific Northwest 
Shoe Retailers Association came to a close on Wednes- 
day, June 2, following four days of steady activity 
beginning on May 30. With more than 300 visiting shoe 
men registered at the Davenport Hotel for the show, 
the meeting was termed an outstanding success by all 
present. Reports of better business from all parts of 
the territory represented, gave a marked feeling of 
optimism to the showing. This was strengthened by the 
serious attention which was given discussions of labor 
problems and pending legislation, both Federal and 
State, which will concern the trade. 

The first day of the show, Sunday, May 30, was given 
over to a meeting of the Pacific Northwest Shoe Trav- 
elers Association and registration. Concluding the day 
was the stag banquet given by the travelers to visiting 
shoe men. 

Will Kronenberg, president of the Spokane Shoe Re- 
tailers Association, formally opened and presided at 
the Monday session. Following his opening greeting, 
he introduced Mayor Arthur Burch who extended the 
greetings of the city to which responses were made by 
the various State vice-presidents as follows: 

“Hap” Kleinsmith for Montana, Ralph Mashburn 
for Idaho, Will Knight for Oregon and Percy Kopp 
for British Columbia. William J. Ahern brought the 
greetings of the California association. 

O. A. McWowell of Albany, Ore., president of the 
Pacific Northwest Shoe Retailers Association, spoke 
briefly on association affairs, following which, L. E. 
Langston, executive vice-president of the N.S.R.A., 
gave some highlights of the national association’s work 
before introducing Miss Helen Cornelius, director of 
Fashion Services of Harper’s Bazaar, who was the fea- 
tured speaker of the convention. 

Miss Cornelius’ subject was, “Tendencies that may 
become facts of fashion for Fall, 1937.” She emphasized 
the fact that women, influenced by the coronation- 
international romance and also by an increasing free- 
dom from financial strain that allows for gardening, 
farming and other outdoor hobbies, will demand more 





Holding Prominent Place In All Discussions. 





Newly-Elected Officers of the Pacific Northwest 
Shoe Retailers Association 


Morais F. CronKHITE, Seattle... President 
NorMAn J. Kiase6yE, Seattle.. Vice-President 
I. I. Stewart, Portland..._—_—s«_s.a.. Treasurer 


Secretary to be elected later by Board of 
Directors 





specialized merchandise, that all retailers must pre- 
pare for a many sided customer who will need many 
kinds of shoes and that various occasions will call in 
turn for costumes regally beautifully, extremely simple, 
with a demand for rugged tweedism for outdoors. 

“The ankle-length evening dress looks to be a sure 
thing for Fall wear,” Miss Cornelius said, “and this 
will mean that added importance will be given to shoes 
for evening wear. The toeless and ballet types in rich 
satins, crépes, metal brocades and silver and gold- 
colored kids will be good. There will be the close- 
fitting tailored shoe for day wear, and also the clean 
cut pumps, straps and tie types. Black will be by far 
the predominating color with browns next and with a 
very small percentage of gray as compared with browns 
and black. For evening, popular shades will include 
Spice, Wine, Burgundy, Mahogany, Sage, Billard 
Green, Ashes of Roses, Powder Blue, Red and Burnt 
Orange.” 

“A new fashion spotlight is being turned on kidskin 
and serious attention given to elastic leather,” Miss 
Cornelius continued. “Multi-colored leathers will have 
some place in the Fall picture and there will be some 
use of fabrics with leather, but not nearly as much 
as in the past Spring. Suede unquestionably will be 
more in demand than will gabardine.” 

Following Miss Cornelius’ talk. there was a round 
table discussion on style, followed by adjournment to 

[TURN TO PAGE 50, PLEASE] 
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1937 








offer Shoe Insuranee for Mothers of 






Twins, Triplets, Quadruplets or Quintuplets! | 





We do this to impress Philadelphia p 


quadruplets or quintuplets for their first pair of shoes. 


Moreover, this guaranteed shoe insurance for the first pair of shoes you 
purchase for twins, triplets and all multiple births at any Geuting store is 
net confined merely to children yet to arrive. 11 applies also to children up 


to six years of age already in your family. 


In other words, when you buy and pay for a first pair of shoes for one 
twin, triplet or other multiple birth children we will give you exact dupli- 
cates of the pair purchased (no matter what the price you pay) for the rest 


of them.- 


This means that if you have multiple births in your family and wish to 
purchase « pair of shoes for them, if you will bring them to the Geuting 
stores, at 1308-10 Chestnut Street, 49 Anderson Ave., Ardmore; or 38 W. 
Chelten Ave., Germantown, we will give you exact duplicates of any pair of 
ses you purchase without a cent of charge for the additional pairs. 

All that’s necessary is for you to register your name and address as 
well as the names and ages of the children for whom you purchase a single 


pair and receive the additional pairs without charge. 


e 

Chestout $1, 
49 Anderson Ave, Gin. 
28 W. Chalten Ave, Gen 


with the import 


BEGINNING TODAY, Geuting’s will guarantee any mother in Phila- 
delphia or ite environs shoe insurance against the arrival of twins, triplets, 






















With twins born once in 87 births; triplets once in 872, quadruplets once in every 5,769 and quintuplets once in a 
century or so, Geuting’s of Philadelphia, received a tremendous amount of publicity on their half-page advertisement: 


e of insuring the health and strength of babies’ and children’s feet. 























ditional pairs of shoes when they purchase the first pair. 


You can buy either on a cash basis or on open charge account which we 
extend to the substantial 

NOTE WELL .. . this offer, of course, applies only to the first pur. 
chase for children of multiple births in any family. 





people of al! Philadelphia and its environs. 


“Geuting’s Offers Shoe Insurance.” The number of twins and triplets who have come to the store for shoe fitting, has made 
it a grand promotional feature. The parent pays for one pair, the rest come free. 


Here’s the ad that caused all the furore. 





Then come shoes for dark, hot 
weather town clothes—dark sheers and 
prints. The photograph showing the 
bolero costume in a dark sheer typifies 
this category of costumes. Prints are 
also part of this Midsummer picture. 
Last Summer the demand for cool dark 
shoes exceeded the supply. The store 
that has no cool, dark shoes in July 
is missing an important bet ... and 
smart stores won’t be caught napping 
again. 

Dark, open suedes are the style 
thought here. Some retailers will con- 
tinue with dark open fabrics, but 
suedes take the fashion spotlight. Many 
of these shoes will be open-toed. The 
model shown is a special high style 
promotion—the boxless, entirely soft 
toe, suede shoe with perforations. This 
shoe is to be featured as the coolest 
possible Summer wear shoe, designed to 
feel like a soft glove on the foot. 
Whether you play this new thought 
of the boxless toe or continue to fea- 
ture open toes, the important thing is 
to offer women a dark town shoe that 





When It’s Summer by the Calendar 


[CONTINUED FROM PAGE 23] 


breathes in hot weather and yet has 
a new look about it. 

With the illustrations on the right 
hand page, we go into August. This is 
the time when women get out their 
Spring clothes again on the cooler 
days, as typified by the beige jacket 
costume photographed. 

Suede, kid and patent in black, a 
little navy and some brown are color 
candidates for the new shoes for carry- 
over Spring costumes. The patent shoe 
we show is combined with an equal 
area of suede and represents a fashion 
idea newer than the all-patent shoe. 

Mid-August is the timing, too, for 
intensive ready-to-wear promotion of 
the new, dark silk dress. Black satin 
will again play the star part in this 
promotion. Suede with satin shoes look 
like a natural here. Also suede with 
grosgrain, to go with bengaline coats 
and suits. While these dressy com- 
binations in shoes will be most impor- 
tant later on in the Fall for cocktail 
clothes, they can be introduced early 
as logical companion-pieces to August 
ready-to-wear. 


H. F. Johnson Booth 
N. Y. Representative 


MILWAUKEE, WIS. — Herbert W. 
Gardner, vice-president and _ general 
manager of the Walter Booth Shoe 
Company, recently announced the ap- 
pointment of Harold F. Johnson as the 
Crosby Square representative in New 
York state, outside of New York City. 
Mr. Johnson is well-known to retailers 


_ in that territory, having sold shoes 


there for 14 years. During his 25 
years’ experience in the shoe business, 
he has been manager and owner of 
shoe stores and, therefore, is thoroughly 
familiar with the problems of retailers. 

Mr. Johnson will make his headquart- 
ers at his home, 11 Clevburn, Buffalo, 
N. Y. 


Cannon Store Air-Conditioned 


MiAmi, Fia.—The Cannon Shoe 
Store at 41 East Flagler Street has 
installed a modern air-conditioning 
plant in the store so as to provide year- 
round comfort for its patrons. A num- 
ber of shoe merchants along Flagler 
Street have modernized their stores so 
as to offer a cool, comfortable place for 
their patrons, and air-conditioning shoe 
shops in Miami is becoming the custom. 
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Labor Legislation 


[CONTINUED FROM PAGE 46] 


allow for inspection of the sample 
rooms and buying. About 150 lines 
were shown by more than 75 salesmen 
present. Tuesday morning was also 
devoted solely to buying. The fact that 
the meeting was held in Spokane for 
the first time afforded an unusual op- 
portunity to many retailers from the 
smaller cities of Montana, Idaho and 
British Columbia who consider this 
city a central point, but who seldom 
travel the much greater distances to 
the Coast convention. 

Mr. McDowell, the association’s 
president, presided at the second lunch- 
eon session on Tuesday, June 1. Ray- 
mond P. Kelley, Spokane advertising 
expert, told how advertising succeeds 
through continued correct application 
rather than through force. Mr. Lang- 
ston spoke of the need for cooperation 
among all branches of the industry in 
preventing legislation harmful to the 
shoe business. 

By the report of their resolutions 
committee, which was unanimously 
adopted, the Pacific Northwest Shoe 
Retailers Association reduced its dues 
from $5 to $3, in that it will no longer 
coilect $2 from its members for the 
National Association. It also desig- 
nated its fiscal year as from conven- 
tion to convention rather than the cal- 
endar year. On the resolutions commit- 
tee were: C. J. Pessemier, Tacoma; 
Henry Burch, Eugene, Ore., and Henry 
Waters, Portland. 

The nomination committee consist- 


ing of Dave Klinesmith, David Gra- 
ham and Joseph Kohls, presented a 
slate which was unanimously elected. 
Morris F. Cronkhite of Seattle, was 
chosen president; Norman J. Klasgye, 
Seattle, vice-president; I. I. Stewart, 
Portland, treasurer. The secretary is to 
be appointed later by the Board of 
Directors. 

New vice-presidents for the North- 
west States are: Arthur Schulein, 
Spokane; A. B. Bellmay, Twin Falls, 


Idaho; Henry Burch, Twin Falls, 
Idaho, and Al Lundstom, Missoula, 
Mont. 


Directors for the next two years: 
Otto Warn, Spokane; Dave Klinesmith, 
Butte, Mont.; James Lawrence, Port- 
land; Elma Nordstrom, Seattle; George 


.M. King, Salem, Ore.; Mark Yaekel, 


Yakima, Wash., and Ralph Mashburn, 
Lewiston, Idaho. 

The 1938 convention will be held in 
either Seattle or Portland. 

The convention closed with a dinner 
dance and with more buying on June 
2 and with a sight-seeing trip to the 
gigantic Grand Coulee Dam project 
under construction 92 miles west of 
Spokane. 

The committee in charge of all ar- 
rangements for this Spokane show to 
whom much credit must be given, in- 
cluded Arthur Schulein, general chair- 
man, Lloyd Hill, Otto Warn, Mike Ben- 
nigson, Les Critzer, Al Doose Charles 
Hill Cylde Jones and Mrs. Russell 
Walker. 





_Kapriva Named Juvenile Buyer 


SEATTLE, WASH.—Following the re- 
signment of Ben H. Barnett from the 
Frederich & Nelson store, here, A. G. 
Kapriva has been appointed buyer of 
the juvenile shoe departments on the 
main floor and in the basement. He 
was also appointed buyer of the wo- 
men’s shop on the fifth floor which fea- 
tures high-style shoes for the modern 
miss and also campus type shoes which 
are making a big hit on the campus 
of the University of Washington. Ray 
Stanford was named as assistant to 
Mr. Kapriva. 

Michael Gannon, formerly of Olds, 
Wortman & King in Portland, Ore., 
was named buyer of the first floor wo- 
men’s shoe department. 





Cannon Shoe Co. Expanding 


PASADENA, CALIF.—The Cannon Shoe 
Co. has signed a long term lease for a 
shoe store located at 318 East Colorado 
St. Possession will not be taken until 
Aug. 1, 1938. It is understood from 
local sources that this organization is 
planning extensive operations on the 
West Coast in the near future and that 
desirable sites are being acquired in 
many cities. 





Retailers Promote 
“White Shoe Week”’ 


SEATTLE, WASH. — Wide sweeping 
white sales were made from May 9 
to 15, by shoe dealers of this city, 
putting across promotion of “White 
Shoe Week” by extensive presentation 
of white footwear during this period. 
“Time to Buy White Shoes” was the 
theme of the week, ushered in through 
special announcements, cooperative ad- 
vertising, and window displays on 
May 9 and continuing until the follow- 
ing Saturday. Attention was focused 
on whites for men as well as whites 
for women. Some of the stores fea- 
tured white leather bags to go with 
white shoes and other white acces. 
sories of the season. 





Burd Joins J. M. Connell 


PIrrsBuRGH, Pa.—R. C. Burd, who 
for the past 17 years has been asso- 
ciated with Irving Drew Shoe Company, 
Portsmouth, Ohio, has joined the J. M. 
Connell Shoe Company of South Brain- 
tree, Massachusetts. 

Mr. Burd will cover Pennsylvania 
with a full line of shoes for men, 
women and children. 
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Lack of Turnover, 


Good Business 


Satt LAKE City, Utan—‘“Lack of 
turnover is good business for the spe- 
cialty shoe store,” declares Lynn 
Knowles, manager of the Walk-Over 
shoe store. “We find that each salesman 
develops his own personal trade; these 
people enjoy seeing the same faces in- 
stead of a group of new faces each time 
they come in the store. 

“A salesman constantly serving the 
same clientele learns the likes and dis- 
likes of these persons and can serve 
them more efficiently than would other- 
wise be possible. 

“All these things have had a tendency 
to increase the percentage of sales made 
to actual and prospective customers.” 





Ralph Wiser Opens Store 


Fort COoLLINs, CoLo.—Ralph Wiser 
has opened the Vogue Bootery in this 
city. This is a family shoe store oper- 
ating under the Roberts, Johnson & 
Rand Merchant Service Plan. The room 
has been furnished in a very modern 
manner and great care was taken in 
working out an attractive sales produc- 
ing window arrangement. Previously 
to coming here, Mr. Wiser was with 
Buck’s Bootery in Creston, Iowa, and 
before that with the Peck store in 
Omaha. 


Move General Offices 


DetroIT, MicH. — Haig Kotchoun, 
president of United Shoe Stores, moved 
the general offices and warehouse of 
the company this week to enlarged 
quarters at 12225 Woodward Avenue in 
Highland Park, north end suburb. The 
chain operates about a dozen local 
stores, chiefly in suburban locations. 

The United Outlet Shoe Store, only 
outlet store in the chain, at 13846 Mich- 
igan Avenue, is being closed, inasmuch 
as. the company also operates another 
store unit a few blocks from this loca- 
tion. which is in Dearborn, west side 
suburb. Miss Genevieve Vartkoviak has 
been manager of this store. 





Moves to New Location . 


FAYETTEVILLE, ARK.—The New York 
Shoe Store has moved from 18 East 
Center Street to its new location at 23 
East Center Street. Ed Rorex, owner, 
plans to enlarge the stock. 





Clayton B. Griffin 


DetTrRoIT, MicuH.—Clayton B. Griffin, 
83, retired shoe merchant, died sudden- 
ly of a heart attack. Mr. Griffin was 
one of the first merchants to establish 
a shoe business in the Grand River- 
Fourteenth Avenue section, known as 
Griffin’s Shoe House. Mr. Griffin at one 
time served as vice-president of the Re- 
tail Shoe Dealers’ Association, in which 
organization he took an active part. 

Survivors are his widow, a son and 
three daughters. 
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Leads Friedman-Shelby 
Sales Force 


St. Louis, Mo.—A. C. Winkelman, 
who covers the Cleveland district for 
the Friedman-Shelby Shoe Company, - 
of Saint Louis, is leading the entire 


A. C. WINKELMAN 


sales force of 150 men. His sales and 
shipments so far this year have shown 
approximately a 30 percent increase 
over last year, thus he also leads the 
list in total gained for the first six 
months of the Friedman-Shelby -fis- 
cal year. This puts Mr. Winkelman 
where he hopes to be for a number of 
years as the leading salesman for the 
Friedman-Shelby branch of the Inter- 
national Shoe Company. 

Mr. Winkelman led his’ company’s 
sales force during the prosperous year 
of 1929. His substantial gain this year, 
therefore, indicates that business in the 
Cleveland district is back on high 
level. This section is noted for its di- 
versified industry. 


Brown Shoe Co. 
Shows Six Month Gain 


St. Louis, Mo.—The Brown Shoe 
Company in their financial report re- 
leased on June 1, show a net income 
of $393,631.30 for the first six months 
of their fiscal year ended April 30, 1937. 
Gross sales, less discounts, returns and 
allowances, amounted to $13,637,004.79 
for the six-month period. Income be- 
fore provision for income taxes was 
$468,631.30. 


Miss Woods Joins 
Manchester Store 

Mapison, Wis.—Miss Ruth Woods, 
of Minneapolis, specialist in the fitting 
of children’s shoes, has joined the shoe 


nt of Harry S. Manchester, 
ne. 
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STEP-ELATOR STAN SAYS 








WE'RE CALLING STEP-ELATOR 
SALES SIGNALS, BROTHER” 


Here’s a fast play we’re cookin’ 
up—you pass a Pedwin to your 
customer. Step-Elators run inter- 
ference against foot fatigue—and 
zoom—over the goal line for a 
sale! A combination play of style 
and foot comfort that never 
misses. A gate receipt “natural” 


that keeps Step-Elator patrons 


Geir, 


-ELATOR- 


THEY WIN YOUR FEET 
A HAPPY LANDING IN EVERY STEP 





Let the United Man 
tell you the complete 
Story of how the ex- 
clusive Step-Elator 
Franchise allows a 
liberal co-operative 
advertising plan. 


UNITED SHOE 


coming back with profitable reg- 
ularity. Step-Elators, those soft, 
soothing cushions, are built right 
in Pedwin shoes—and give per- 
fect three-point protection at the 
heel, the arch, the metatarsal. Get 
into the huddle, brother, and 
you'll come out with a set of sales 
signals that’ll bring the crowd to 
their feet in your store—Hike! 


Stocked in a wide range of styles— 
AAA to EEE—5's to 14's. 


1 oe Ce Ok © 
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Perpetual Inventory Assures an Increased Profit 
...and Lowers Your Insurance Cost... 


Recorder Stock Record Cards Supply a Perpetual Inventory 


Do Business More Efficiently by Installing the Recorder Stock Record Card System 


MERCHANTS SERVICE DEPARTMENT 
BOOT AND SHOE RECORDER 
209 So. State Street, Chicago, Illinois 


Helps you to “buy as you sell”—to know whether each shoe 
is paying its way with a profit, to go light on slow movers, 
to re-size frequently on wanted style and sizes. | 


( ) Pisses QnSd me comeies and priess of Stock 
and Daily Sales Card Record. tant 
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Shoe Ves 


THIS WEEK IN THE SHOE TRADE 


SATURDAY, JUNE 5, 1937 


NATIONAL NEWS 





Are Chains Interstate Business? 


Washington Conference of Retail Executives Analyze 
Provisions of Bills Relative to Hours and Wages 


WasHINGTON, D. C.—As drafted the 
“new NRA” bills may include retailing, 
intrastate as well as interstate, the 
American Retail Federation, of which 
the N.S.R.A. is a member, pointed out 
at its Conference of Retail Executives 
held in this city, June 3, 4, 5, 19387, 
analyzing the provisions of these bills. 
—H. R. 7200 (Connery) and S. 2475 
(Black). 

Retailers who are engaged in inter- 
state business are definitely included, 
the federation said, and retailers who 
sell only in intrastate commerce may 
be included if the Labor Standards 
Board decides that labor conditions in 
their business give them an unfair ad- 
vantage over an interstate competitor. 

Interstate control is provided as fol- 
lows: 

Section 5 (a) states that whenever 
the board shall have reason to believe 
that because of the inadequacy or in- 
effectiveness of the facilities for collec- 
tive bargaining, wages lower than a 
fair minimum are paid to employees in 
arty occupation in ‘which such employees 
are engaged in interstate commerce, or 
are engaged in the production of goods 
which are sold or shipped to a substan- 
tial extent in interstate commerce, the 
board is to conduct an investigation of 
the wages paid in such occupations and 
the value of the services rendered for 
them. If the board determines that 

(1) wages lower than the minimum fair 
wage are being paid to a substantial ex- 
tent, or 

(2) that the payment of such low wages 
by an employer threatens to undermine a 


orf labor standard maintained by others; 


(3) that the establishment of a fair 
minimum wage for the occupation will not 
unreasonably curtail opportunities for em- 
ployment, 
then the board shall make an order 
establishing the fair minimum wage 
for the employees in that occupation. 

The same general power is given to 
the board for establishing maximum 
hours. 

This provision includes not only pro- 
duction of goods but any occupation in 





DATES TO REMEMBER 


Ohio Shoe Retailers’ Association An- 
nual Midwest Shoe Fair, Hotel 
Netherland Plaza, Cincinnati, Ohio 

June 6, 7, 8, 1937 

Iowa National Shoe Travelers Associa- 
tion Shoe Fair, Hotel Fort Des 
Moines, Iowa June 6, 7, 8, 1937 

Wisconsin Shoe Retailers Association 
Convention, Plankinton Hotel, Mil- 
waukee June 13, 14 and 15, 1937 

California Shoe Retailers Annual Con- 
vention, Hotel St. Francis, San Fran- 
cisco, Calif. ........ June 14, 15, 16, 1937 

Illinois Shoe Retailers and Travelers 
Annual Convention, Pere Marquette 
Hotel Peoria, Ill...June 20, 21, 22, 1937 

National Leather and Shoe Finders 
Association Annual Convention, 
Southern Hotel, Baltimore, Md. 

June 21, 22, 23, 24, 1937 

Monthly Shoe Buyers’ Days, Chicago 
Shoe Travelers Association, Hotel 
Morrison, Chicago, IIl.. .June 28, 29, 1937 

Boot and Shoe Travelers’ Association 
of New York Annual Summer Out- 
ing and Golf Tournament, Karat- 
sony’s, Glenwood Landing, L. L., 

July 15, 1937 


Pentarivieds Shoe Travelers Associa- 


Annual Tri-State Shoe Mart, 
Pittsburgh, 


tion 
William Penn Hotel, 
Pa. July 18, 19, 20, 1937 

New York State Shoe Retailers Asso- 
ciation 19th Annual Convention, 
Hotel Ten Eyck, Albany, N. Y. 

Oct. 3, 4, 5, 1937 

National Shoe Fair, Hotel Stevens, 
Chicago, Ill. ......... Jan. 3, 4, 5, 6, 1938 





which the employees are engaged in in- 
terstate commerce. Thus the board has 
the right to set up labor standards for 
retailers selling across state lines. 

Intrastate control is established as 
follows: 

Section 8 (a) states that whenever 
the board determines that the main- 
tenance of any sub-standard labor con- 
dition in any occupation among em- 
ployees of an employer or a class of 
employers not engaged in the sale or 


shipment of goods in interstate com- 
merce or in the production of goods for 
sale or shipment in interstate commerce 


(1) gives to the intrastate employer or 
class of employers an unfair competitive 
advantage over employers engaged in inter- 


state commerce, or 

(2) causes the provisions of Section 7 
(the section prohibiting any person from 
shipping or selling unfair goods in inter- 
state commerce) to create discrimination 
against interstate employers or gf s 
shipped or sold in interstate commerce. 


then the board shall make an order re- 
quiring the employer or class of em- 
[TURN TO PAGE 58, PLEASE] 


More Local Shoe Councils 
Organized 

NEw YorkK—Reports of local shoe 
councils, in addition to those already 
published, that have been completed 
thus far as a result of the National 
Shoe Retailers’ Association’s efforts to 
crganize the local retailers in towns 
and cities throughout the country, in- 
clude the following: 

Des Moines Shoe Retailers Asso- 
ciation—Robert Lee, Heggens Shoe 
Co., president; C. A. Snead, Burt Shoe 
Co., vice-president; Jack Fowler, Foot. 
Saver Shoe Co., secretary-treasurer. 

Rhode Island Shoe Retailers Asso- 
ciation, Inc—John A. Quinn, Sullivan 
Co., Providence, president; L. P. Pearl- 
man, Sterling Shoe Co., Providence, 
vice-president; William Keneston, Ken- 
eston’s Foot Health Headquarters, 
Providence, secretary; Augustus P. 
Lord, Thom McAn Shoe Store, Provi- 
dence, treasurer. 

Shoe Retailers Association of Ta- 
coma, Wash—Thom McElwain, Mc- 
Elwain Flosheim Shoe Co., president; 
F. Chisholm, Pessemier’s Bootery, vice- 
president; H. Hafsos, McDonald Shoe 
Co., secretary-treasurer. 

Triple Cities Shoe Council—Edward 
Monroe, Morse & Herrick, Inc., Bing- 
hamton, N. Y., president; John P. 
Flaherty, Endicott Johnson Retail 
Store, Endicott, N. Y., vice-president; 
J. C. Reiff, Triple Cities Shoe Co., 
Johnson City, N. Y., secretary; John 
Smith, Hills, McLean & Haskins, 
Binghamton, N. Y., treasurer. 

Mobile Shoe Retailers Association— 
A. L. Sanger, C. J. Gayfer and Co., 
president; John Arnold, Jr., Arnold 
Shoe Store, secretary. 
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Dewey and Almy Build 
New Canadian Plant 


CAMBRIDGE, MAss.—The Dewey and 
Almy Chemical Company of Canada, 
Ltd,, are announcing plans for the 
building of a new factory at Ville La- 
Salle, on the outskirts. of Montreal. 
Construction has already béen begun, 
and officials hope to move into the new 
quarters by the middle of September, 
this year. 

Estimated cost of the new plant is 
set at between $55,000 and $60,000. 
The factory and office will contain 
18,000 square feet of floor space, and 
the office is to be air-conditioned. 
Special attention is being given to floor 
arrangements that will insure easy 
handling of materials to speéd up 
shipments, and both ‘shipping and re- 
ceiving rooms will be of the convenient 
“drive-in” type. 

The manufacturing operations now 
being carried on at the company’s plant 
in Farnham, Quebec, will be moved to 
this new and larger Ville LaSalle fac- 
tory, and the factory at Farnham, with 
its 8,000 feet of floor space and adja- 
cent superintendent’s house, will be 
closed. 






J. Einstein, Inc., Represents 
Bayer Brothers 


New YorK—Charles L. Bayer, presi- 
dent of Bayer Brothers Leather Com- 
pany, Inc., 2 Park Avenue, announced 
this week the completion of an arrange- 
ment whereby the organization of J. 
Einstein, Inc., One Park Avenue, here, 
will act as exclusive distributors for 
the Bayer Brothers Leather Company, 
Inc., in the United States and Canada, 
effective as of June 1. 

Internationally known as the oldest 
and one of the foremost producers of 
genuine alligator leather, the company’s 
tannery at Newark, N. J., is now pro- 





. 
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Makes Shoes for Swedish Royal Family 





Stockholm, Sweden—Mr. Persson of Stockholm has been making all the shoes for the 
Swedish king for the past 50 years as well as for all the royal princes and princesses. 
Even the white tennis shoes which the king wears in his favorite game are made by him. 
Mr. Persson has in his shop, lasts of the feet of the king and other members of the 
royal family which he keeps on shelves with each pair of lasts marked with the name of 
the owner. Mr. Persson has very seldom seen any of the royal family as all orders are 
given by phone and when completed, the shoes are sent direct to the wearer. 








ducing in addition to genuine reptile 
leather of every discription, a line of 
genuine seal and: buffalo calf. All of the 
foregoing leathers will henceforth be 
marketed through the wide sales or- 
ganization of J. Einstein, Inc., the 
facilities of which will enable the firm 
to better serve the shoe manufacturing 
industry in this country and the Do- 
minion. 


Walk-Over Leases New 


Shoe Department 


New YorK—The Walk-Over Shoe 
Company has leased space in the new 








Betty Wales store on Fifth Avenue at 
36th Street and will open a quality shoe 
department in that store early in June. 
Shoes from the regular Walk-Over line 
will be carried under the Betty Wales 
trade name in prices ranging from 
$7.75 to $16.50. The department will be 
located on the main floor and will occu- 
py about 1250 square feet of space. 
When completed, the new department 
in which will be incorporated all the 
latest features of modern store design, 
will be one of the outstanding shoe de- 
partments of its kind in the country. 
Charles Perpeet, manager of the 
Walk-Over store on Broadway, will be 
in charge of the new department. 





ENGLAND 


CUT SOLES and 
ENGLAND WALTON DIVISION ¥* A. C. LAWRENCE LEATHER CO « 


WALTON 


SOLE 


“Sorted by Fibre” 
LEATHER 
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Ads Feature Shoe for Summer Sports 


. (CONTINUED FROM PAGE 38] 


#.“@eol White for Hot Days and 
Nights” were advertised by Godchaux, 
of New Orleans, in an advertisement 
that urged customers of. this*well- 
known shoe house to “Look and, feel 
like a cool million. Town types to take 
your mind off your feet and the heat. 
Others for loafing, or to add to the 
proper swank when you’re getting into 
your finery. Exclusive pear-shaped 
heels to hug your ankle.” 

“Shoe Genius in White” is advertised 
by Harzfeld of Kansas City in an ad- 
vertisement which declares that “never 
has the far-famed fine footwear at 
Harzfeld’s received such an ovation as 
our Summer whites. From our bounte- 
ous collections we present exclusive 
Pelter de Lisos and Delmans.. . each 
style intrinsically beautiful, harboring 
that grace and refined detail accom- 
plished only by fine shoemakers.” Under 
the caption “White Footwear Done in 
the Masterly Manner.” The May Com- 
pany of Los Angeles says: “With your 
sheers and romantic prints you’ll like 
Geller’s open-toe and open-heel sandal 

. flattering as only a master-de- 
signed sandal can be. For more strenu- 
ous Summer hours, choose his ghillie in 
white buck. The sandal in white or red 
earth kid. $10.75.” 

Bright colored Summer footwear as 
well as whites claim their place in the 
advertising picture, of course, and we 
find Bonwit Teller’s Philadelphia store 
“presenting Mardi-Gras, a gay Bon- 
Deb, exclusive $8.75.” Describing this 
shoe, the ad tells us that “vivid, vari- 
colored dots, sprinkled like bright con- 
fetti on a black crepe ground” enliven 
its smart pattern. “Carnival spirit 
caught from Schiaparelli (remember 
her recent showings?). Very new in 
shoes. Especially exciting in this open- 
toed sandal. We like it so well that we 
show it also in cool white linen and 
gleaming white patent.” 

And, logically enough, we find some 
stores advertising black for Summer 
town wear or for the costume that calls 
for a dark shoe. An ad in this category 
is reproduced from Innes of Los An- 
geles. Black patent was played up in 
three distinctive styles by Marshall 
Field & Company in an ad which car- 
ried the caption “Bright Patent is Such 
a Bright Idea.” “Being Palter de Liso, 
he has to do something original about 
dark shoes for town,” this advertise- 
ment explained. “So he designs and 
cuts them exquisitely and makes them 
of bright patent. They seem to us the 
perfect complement for your dark 
sheers, the perfect accent for your 
dull fabrics. Theyre cool, too, to carry 
you all through the Summer.” 

On the eve of Decoration Day, Op- 
penheim Collins, New York, advised 
women of the metropolis to include 
whites in their holiday wardrobes. 
“Don’t go without a new pair of white 
shoes,” this store advised in a large 


space ad, featuring an assortment of 
styles at $5.45. “The Summer won’t 
have started for you unless you can 
look down happily at a new pair of 
white shoes. We’re famous for these 
popular priced shoes, and this year the 
assortment is even wider than it was 
last year. White Summer suedes, kids, 
gabardines, summerlins, combinations 
and meshes. Whites with black, and 
brown and blue. Lots of low heel walk- 
ing shoes for comfort. And they are 
really specially designed to make your 
feet look nice and Summery-small.” 














A smart ad from Los Angeles featur- 
ing one of the season’s newest promo- 
tions, black shoes for Summer. 


Bloomingdale’s introduced a new 
high-front pattern called “the Regatta” 
in all-white or combinations and priced 
at $6.75. An attractive advertisement 
shows three sketches of it, in profile, 
front and back views and suggests to 
prospective customers: “Walk in it. 
You'll love the sense of balance it gives 
you. You can wiggle your toes in com- 
fort, yet it has a supporting fit. Its 
new medium high heel is the perfect 
transition between flat and high—re- 
lieving you of muscle strain at the 
calf of the leg. In all white buckskin 
or white with calf in ginger brown, 
blue or black.” 

Advertising a new high front T-strap 
pattern with side buckle, Walk-Over 
promises that “Airily you'll go along 
on Half-hite Heels.” This smart ad 
shows a large cut of the shoe and says 
of it: “It’s high front. It’s easy. It’s 
a sandal. It’s breezy. It’s one of our 
gay, young styles with Half-hite heels. 
So comfortable you'll want to live in 
it all day, all Summer. White or dark 
colors. $7.75.” 

Altman of Fifth Avenue ran an ad- 
vertisement featuring two styles of 





‘DF Scholls 
FOOT COMFORT WEEK 
June 5 to 12 


4 em up to our big advertis- 
ing campaign on this sales 
building event by displaying 
Dr. Scholl’s Appliances and 
Remedies in your window 
and on a card table inside the 
door. It is bound to pay you 
handsomely for the effort. 
Now is the time. 








British sports and walking shoes for 
women in calf and reverse calf at $6.95 
a pair. “Shoes that look at home with 
horses and dogs,” said the copy, “and 
that have a presence with turf sticks. 
Beautifully made, traditionally sport- 
ing magnificent values.” 

These are a few interesting speci- 
mens that suggest the trend of copy 
in the closing weeks of May, and that 
show the types of shoes which retail 
ad men are playing up in current pro- 
motions. For the next few weeks we 
expect to see an increasing emphasis 
on sandals, beach and sports footwear 
and out-of-door specialties of all sorts, 
with white shoes dominating the retail 
picture. White shoes will be featured 
in big space ads, even in full pages, 
and department stores are already 
tying them in with promotions of white 
suits and Summer coats. Brightly 
colored Summer shoes will also have 
their place in the sun. So, all in all, 
it looks like an interesting Summer 
from the standpoint of shoe selling. 


Remodels Shoe Store 


GREEN Bay, Wis.—Lou J. Levitas, 
operator of Levitas’ Men’s Wear, 302 
N. Washington St., has extensively 
modernized his store, including com- 
plete rearrangement and redecoration 
of the store’s interior. The shop fea- 
tures Smith Smart shoes. 








Men's Shoes 









HEST GRADE ONLY" 
WEYMOUTH, MASS., U.S.A. 
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Riding Boots 








IN STOCK 
America’s Finest 
Riding and Military 
BOOTS 
Write today for our complete Catalog 








John E. Fitzgerald 


Peazopy, Mass.—John E. Fitzgerald, 
56, treasurer of the Turner Tanning 
Machinery Co., died in New York after 
a surgical operation. He was treasurer 
of the company 31 years. 

Mr. Fitzgerald was also director of 
the Warren National Bank of Peabody 
and trustee of the Peabody Institute 
and Peabody public library. 

For 12 years he was trustee of the 
J. B.. Thomas Hospital in Peabody. It 
was his habit to supplement his duties 
as trustee by making frequent visits to 
the hospital to say cheering words to 
the sick and afflicted. 

He is survived by two. daughters, 
eight grandchildren and his brother, 
William F. Fitzgerald. 
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Frederick E. Foster 


CuHIcaGco, ILL. 
—Another of the 
nation’s leading 
shoe men, one 
who has always 
placed quality 
above everything 
else, is dead. He is 
Frederick E. Fos- 
ter, founder and 
chairman of the 
F. E. Foster and 
Company, shoe 
store group, 
which bears his name. He died May 20 
at his home in this city following a 
stroke. He had been seriously ill for 
only a day, but had been in ill health 
and out of active touch with the busi- 
ness for the past two years. 

Mr. Foster was borh in Bellville, On- 
tario, Canada, the son of a man who 
was mayor there for many years. He 
came to Chicago in 1893, the year of 
that city’s first World’s Fair. 

In 1896 he founded the first shoe 
store which bears his name in the Vene- 
tian Building. He then moved to a 
building on the site of the present Mar- 
shall Field Annex building and when 
that was torn down moved to the store’s 
main headquarters and present loca- 
tion. 

His store was probably, the first 
high-priced shoe store in the city and 
for many years Mr. Foster was about 
alone in the field. Until he left the 
store a few years ago he still greeted 
by name many of his original cus- 
tomers as well as new ones who came 
to him through the years. 

He always insisted on quality and 
style in his shoes, demanding the best 
no matter what the sacrifice might be. 
Mr. Foster was always especially in- 
terested in the children’s end of the 
business maintaining that quality for 
that group was as important as for the 
older ages. 

Under this policy tle Foster business 
prospered and at one time there were 
seven stores. There was one in Kansas 
City, one in Evanston and Oak Park 
(both Chicago suburbs), and four in 
Chicago proper, including one in the 
Drake hotel. Today there are two 
stores, the main Chicago store, and one 
in Evanston which serves an exclusive 
North Shore trade. 

Mr. Foster was a director of the 
N.S.R.A. for many years and was one 
of the most enthusiastic workers. 

For many years his chief hobby was 
his 115-acre farm at Palatine, III., 
where fellow shoe men and members 
of the Chicago association were always 
welcome. The farm was also the scene 
of an annual employees picnic for Mr. 
Foster insisted on maintaining friendly 
relations with his employees as well as 
customers and competitors. He was 
also a member of the Chicago Yacht 
club and Chicago Athletic club. 

Private funeral services, which were 
attended however by old employees and 
many leading Chicago shoe men, were 
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from SOFT SOLES 


right into your juvenile depart- 
ment for these scientifically de- 
signed and constructed Flexible 
Hard Soles. Made in sizes 2-8, 
they feature a perfectly hard 
tread-base, extreme lightness and 
flexibility. Thousands of mothers 
familiar with famous Mrs. Day's 
Ideal baby shoes, represent a 
ready-made market for these dis- 
tinctive shoes for growing young- 
sters. 


MRS. DAY’S 
IDEAL BABY SHOE 
COMPANY 


DANVERS, MASS. 
Manufacturers of Fabric—Cushion—Soft 
Sole—Intermediate and 


FLEXIBLE HARD SOLES 


PROFIT 


By iT! 
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ILLIONS are seeing, read- 

ing and hearing “get 
relief this week”. Millions are 
buying. Get your share of this 
business by displaying Dr. 
Scholl’s merchandise in your 
window and inside your store. 
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The Vallance Brownbilt Shoe Store at Niagara Falls, N. Y. 


MORE PROFITS FOR 
INDEPENDENT MERCHANTS 


If your volume isn’t as great as it should be. . . 
profits aren’t as big as you'd like to have them... it will 
pay you to consider the Brown Plan of Operation. Sound, 
practical, workable, this plan covers every phase of shoe 
retailing. Hundreds of shoe merchants are following this 
plan with big success. Write us for facts. No obligation. 


Wrwowds Gao0 Gouger, 


MANUFACTURERS 


Manufacturers of Air Step Shoes for Men and Women 
and Buster 






Page 57 







if your 


ST. LOUIS 


Brown Shoes for Girls and _ Boys. 





conducted May 22 at his home. He 
was buried in Elmlawn cemetery. His 
widow, the former Charlotte Brown, of 
Chicago, and two daughters, Mar- 
garet, 16, and Charlotte Louise, 20, sur- 
vive. His only son, Frederick E. Foster, 
Jr. was killed six years ago in an 
automobile accident at the age of 17. 





Herbert S. Bennett 


RocHeEster, N. H.—Herbert S. Ben- 
nett, 77, of Farmington, who was em- 
ployed for many years in shoe plants 
in Lynn, Mass., Portsmouth, Milton and 
Barnstead, N. H., died recently in Fris- 
bie Memorial Hospital. He failed to 
rally from a fractured hip suffered in 
a motor mishap on March 31. 

He was a native of North Sandwich 
and is survived by his wife, a brother, 
Homer Bennett of New Haven, Conn.; 
a half-sister, Mrs. Clarence Haskell of 
Holderness, and a half-brother, Ross 
Sanborn of Ashland. 

Funeral services were held at a 
funeral home in Farmington and burial 
was in Ashland. 


George H. Stoebner 


East Liserty, Pa.—George H. Stoeb- 
ner, 84, well known retail shoe mer- 
chant of this town since 1873, died sud- 
denly at his home on Saturday, May 22. 

Mr. Stoebner was a member of the 
First Unitarian Church and a charter 
member of the Duquesne Lodge, No. 








546, F. and A. M. He was also a 
member of the Duquesne Commandery 
No. 72, Ancient and Accepted Scottish 
Rite and Syria Temple. 

He is survived by two daughters, one 
son and three grandchildren. Funeral 
services were held from his home and 
burial was in Homewood Cemetery. 





Salesmen Ask One 
Per Cent More 


Chicago, Ill.—-At a recent meeting 
held by the Shoe Travelers’ Association 
of Chicago, the following resolution was 
unanimously adopted :— 

“Whereas the cost of living and 
travel has so materially increased and 
whereas the net income has been ac- 
cordingly reduced, be it resolved that 
in a spirit of fairness and equity we 
appeal to all manufaturers and jobbers 
that they increase the present commis- 
sion one per cent. We believe that this 
request will receive the consideration it 
deserves.” 

Respectively submitted, 

Shoe Travelers’ Association of Chicago 

Joseph Kalisky, President 

Norman M. Souther, Vice-President 








Portland Shoe Retailers 


Meet 


PORTLAND, ME.—Members of _ the 
Portland Retail Shoe Merchants’ Asso- 
ciation, at a meeting held in the Hotel 


Columbia on May 24, discussed ways 
and means of assisting the recently-or- 
ganized State of Maine association to 
build up its membership and to form- 
ulate policies which will, it is hoped, 
tend to make this organization one of 
the strongest in te country. 

Among subjects taken up at the meet- 
ing were the coming referendum at 
which voters are to be asked to adopt 
or defeat a proposed state sales tax of 
one percent on retail transactions; em- 
ployer-employe relations; the trend to- 
ward price-fixing and supervision of 
rates of pay and hours of labor as re- 
vealed in the last message of President 
Roosevelt to Congress. It was the gen- 
eral opinion of the meeting that, in the 
case of the last two subjects, it would 
be well to recommend to the State 
Association a strong measure of co- 
operation with the National Shoe Re- 
tailers’ Association; and that the sales 
tax fight should be undertaken by edu- 
cating the public to the meaning of in- 
creased costs, in much the same manner 
as it has been done in other parts of 
the country. 

The annual banquet and outing of 
the association will be held on June 14 
near Portland and the get-together 
meeting of the State. association is to 
be held six days later in Augusta. 

Presiding at the Portland meeting 
was President R. H. Trafton, who is 
also president of the State organiza- 
tion. Other officers of the Portland 
group are Galen Wheeler, secretary; and 
Bart Sullivan treasurer. 













































Carton Labels 





RECOGNIZED 
HEADQUARTERS 


WHOLESALERS AND MANUFACTURERS 
WRITE FOR SPECIMENS AND FULL DETAILS 
TOLMAN PRINT, Inconporateo 


UNIVERSITY PRESS 
CAMBRIDGE MASSACHUSETTS 
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Children's Shoes 
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NAHM-O-PEDIC 


Child’s and Misses’ 
e 
Finest Quality 
Write fer Information 
WAHM BROTHERS SHOE 
MFG. CO., 
Swansen & Ritzer 
Philadelphia mm 
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Are Chains Interstate Business 


[CONTINUED FROM PAGE 53] 


ployers benefiting from such unfair 
competitive advantage or discrimination 
to discontinue such sub-standard labor 
condition. 

Thus the board can, if it chooses, step 
in and control labor conditions in in- 
trastate business if it has cause to be- 
lieve that the intrastate business is in 
unfair competition with interstate firms. 
This situation might arise in retailing 
and was the basis for including all re- 
tailers under the NRA retail codes. 

The federation declared that the im- 
portant points for retailers to note are 
these: 

1, Although the social and economic pur- 
poses of the bill may be generally desirable 


and may tend to lift purchasing power, the 
a proposed need a good Sen! of close 


2. In its preoaat form the bill may in- 
clude virtually all of retailing. The appli- 
cation to retailing is left to the Board, But 
the Board nevertheless has the necessary 
power. 


3. Suppliers will in time probably all be 
subject to the law, and retailers will be 
forbidden to buy or sell “unfair goods.” 


4. The bill grants enormous administra- 
tive powers to the Board, including the 
right to enter a business establishment for 
purposes of investigation at its own discre- 
tion, and to commence legal action .even 
before an overt act has been committed. 
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Program of Wisconsin State 
Shoe Retailers’ Convention, 
June 14-15, Milwaukee 


Program Chairman—S, J. Brouwer 
Monday Noon—June 14, 1937 
1. The Ailing Foot That Needs a Sur- 
geon—Dr. Chester C. Schneider, 
Orthopedic Bone and Joint Sur- 


gery. 

2. Animal Skins and New Leathers— 
Dr. Arthur Wilson, Sc.D., 
ong mt of John Arthur Wilson, 
ne. 

Monday Evening—June 14, 1937 

1. Heels and the Lady—Dr. L. P. 
Ramsdell, D.O., LaPorte, Indiana. 

2. A Strong Message to Merchants— 
Arthur D. Anderson, Editor, Boot 
and Shoe Recorder, New York. 


Tuesday Noon—June 15, 1937 

1. Shoe Checking in Foot Correction 
—Dr. H. A, Larsen, D.S.C. 

2. The Feet of Our School Children 
—wWitlliam T. Darling, Superinten- 
dent of Wauwatosa, Public Schools. 

3. Open Forum—Bring your ques- 
tions. 





Chesapeake to Maintain 
Stock Department 


BALTIMORE, Mp.—June 1 marks a 
new departure in the business policy of 
the Chesapeake Shoe Co. of this city, 
makers of children’s shoes. Heretofore 
their business has been confined en- 
tirely to the volume trade and was 
confined entirely to make up business. 
Hereafter the house will carry a stock 
department, and extend its selling field. 

I. M. Bauer, formerly owner of 
Sterling Shoes of Buffalo,.N. Y., a 
fully equipped and widely known shoe 
man, will be the executive in charge of 
this division and the promotion of the 
line to the general trade. 

A new stock warehouse and sales- 
rooms will be established at 35-37 S. 
Liberty Street, here, removed entirely 
from the factory which is located on 
Front Street. It is the expectation of 
the house that they will be fully 
functioning in this division by the first 
of July, giving ample time for prep- 
aration for the opening of the school 
season. 


Sport Types in Natural 
Poise Line for Fall 


St. Louis, Mo.—Consumer demand 
for sport type Natural Poise Arch 
Shoes, has resulted in the inclusion of 
sport styles in the Fall Natural Poise 
line, by the Wohl Shoe Company. 

Natural Poise Shoes were introduced 
to the market at the National Shoe 
Convention in Janary, and were nation- 
ally advertised. this Spring in seven 
leading women’s magazines. 

The introduction of sport styles will 
bring the Natural Poise line into the 
young buyer field, allowing too, for 
greater scope. in promotion. 
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WINNING 
ARGUMENT IS 


A 


such a smooth, sueded leather at 
such a moderate price that your 
customers can't resist it. All colors 
and white. Fine nap and feel. So 
popular your manufacturer will be 
glad to use it, if he is not already 
doing so. Ask him! 


SLATTERY 
BROS. 


TANNING COMPANY 
210 SOUTH ST. TANNERIES 
BOSTON, MASS. SALEM, MASS. 
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THE SATURDAY EVENING 
POST, MODERN MAGA- 
ZINE GROUP, 22 MAJOR 
RADIO STATIONS will 
herald this event to millions 
of foot sufferers. TIE-IN with 
window and interior displays. 
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SPRING-TO-FIT THE SHOE FORM THAT DOES A JOB WELL! 


If you want a shoe form that’s amazingly 
easy to use, that’s handy to have around, 
and is thoroughly satisfying for either 
window displays or salesmen’s samples— 
SPRING-TO-FIT 


want! 


is the shoe form you 
If you want a shoe form that will 
give you perfectly displayed shoes, that will 
not be seen inside the shoe, that’s so very 


light in weight—SPRING-TO-FIT is the 


form you want. 


SHOE FORM CO., INC. 
AUBURN, N. Y. 

For full information telephone the nearest 
branch office of United Shoe Machinery Corp. 
Licensed Manufacturing Branches 
United Last Co., Ltd., Montreal, Canada 


Frankfort 
Germany 


Write us today. for prices! 


Northampton 
England 


Melbourne, Australia Paris 


Themen Mexico City, Mexico 








Among the interesting footwear specialties developed 
for the Summer season is a line of play shoes in a 
variety of patterns and color combinations placed on 
the market under the name of Shuffle-shus. They come 
in fancy or woven fabrics with a special patent sole 
composed of layers of straw-like material and rub- 
ber, which is said to be exceptionally light and resilient. 
These shoes are designed for beach, sports and Sum- 
mer play of all sorts. 


Suggest Polish Sales 


SUGGESTING the purchase of a high-class shoe 
polish to every shoe customer has meant sales of such 
polish to one customer out of every four at Stuart J. 
Rackham’s, Inc., Detroit. The sales staff has been 
trained in recent weeks to make this suggestion, Clyde 
K. Taylor, manager, stated, and results are rather 
amazing. 

This applies only to the high-class polishes—no 
polishes under 50c. retail price are carried in the store, 


in the women’s department, and the result is a siz- 


able increase of the total sales in the accessory depart- 
ment in the course of a month. 


Wages, Hours and Prices 


[CONTINUED FROM PAGE 26] 


When there is restriction and constriction in hours 
and wages, watch for the “escape valve” and we sense 
it in the fact that “Papa, Mama and Rosie” store— 
so-called because it is within the family—still retains 
complete independence of operation and who can tell 
but what all this regimentation may not bring about 
a great revival of little operators, for already the 
Census shows a definite increase in the number of busi- 
nesses below the $5,000 per year sales level. This may 
be the way out. 
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Women's Shoes 


Ot ae te eee ee mes: 
KUSH-IN-EZE 
HAND TURNED 
FOOTWEAR 


IN 
STOCK 
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No. 561 


Black kid blucher 
tie; 56 last; gray 
kid lined 





7 -SenCiay-\, mem Omal 
A division of L. B. Evans’ Son Co, 











Miami Shop Closed 
For. Summer 


MIAMI, FLA.—Jerome, Inc., who have 
been doing business at 165 E. Flagler 
Street, is closing for the Summer and 
may not reopen. The firm has handled 
Drew shoes exclusively and during the 
past year has built up a very substan- 
tial business. However, because the 
building which they occupy is to be 
torn down to make way for a 16-story 
DuPont bank and office building, a 
number of small shops have had to 
close. There has been a heavy building 
program in the Miami shopping area 
this year which has necessitated about 
a hundred changes for the small shops, 
and this has created a big shortage in 
available space. Jerome, Inc., say if 
they can find a suitable space they will 
continue in business next Winter. 
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Howard Named Booth 
Representative in Michigan 
MILWAUKEE, Wis.—According to a 


recent announcement from Herbert W. 
Gardner, vice-president and general 


- manager of the Walter Booth Shoe 


Company, Peter Howard has been ap- 





PETER R. HOWARD 


pointed the Crosby Square repre- 
sentative covering Detroit and eastern 
Michigan. Mr. Howard is well ac- 
quainted with Michigan retailers, 
through his previous connection of many 
years with Ault & Williamson. He has 
a great deal of shoe store experience to 
his credit and passes the benefits of this 
experience to retailers by spending 
Saturdays in their stores. Dealers 
throughout eastern Michigan should 
find his assistance very helpful. 

Mr. Howard will make his head- 
quarters at his home in Flint, Michi- 
gan. 


Shows 68 Per Cent Gain 
In Shipments 


St. Louis, Mo.—An increase of 68 
per cent in shipments during the first 
five months of the current year (Janu- 
ary 1 to June 1), over figures of the 
same period in 1936, is reported by the 
Wohl Shoe Company. 

Milton Frank, vice-president and 
sales manager, attributes the major 
cause of this unusual gain to the mo- 
mentum created by the company’s two 
nationally advertised lines, Paris Fash- 
ion Shoes and Natural Poise Arch 
Shoes. 

Natural Poise Shoes were nationally 
advertised for the first time this 
Spring. “Introduced as ‘the style shoes 
with arch features,’ they filled a need 
in the market for comfortable high- 
styled shoes,” stated Mr. Frank. “Then, 
too, the results of a carefully planned 
two-year advertising campaign on 
Paris Fashion Shoes, augmented by 
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ELAM. 


PRE-WELTS 






754 PATENT LEATHER 
736 WHITE ELK 


Sizes 2/8 


Summer time is new shoe time. Many 
a youngster will proudly parade in his 
new pair of Elam's. For mothers know 
the Elam Pre-Welt to be exactly the 
type of shoe their children should 
wear. Sturdily made, with the proper 
firm support children need in their 
shoes. Get your share of the children’s 
summer season business. You'll get a 
better-than-ordinary share with Elam's. 


F.S. ELAM SHOE CO. 
176 No. WATER ST. ROCHESTER, N. Y. 
DISTRIBUTORS 

139 Marbridge Bldg 


t sro 
S: B. Rosenberg 


,oston Shoe Co 








continued national advertising during 
the Spring season, has increased the 
demand for this line.” 





O. R. Brundage 
With Chas. Meis 


CINCINNATI, OHI0O—When a salesman 
who has been with one house thirty 
years changes lines, it is news. Otis 
R. Brundage has represented the Irving 
Drew Shoe Company, of Portsmouth, 
Ohio, since March, 1905. Recently he 
joined up with the Charles Meis Shoe 
Manufacturing Company, of Cincinnati, 
and will carry their line of Hug-Tite 
shoes to retail at $4.00, and their Cin- 
derella line which retails from $4.50 to 
$5.00, in Iowa, Minnesota, Wisconsin, 
North and South Dakota, which is the 
territory he has covered for so many 
years. 


Shoe Club Elects Directors 


New Yorxk.—The election of direc- 
tors of the Shoe Club of New York was 
held Tuesday night, May 25. Elected 
to the Board of Directors were Ronnie 
Mermelstien, of Devine & Yungel Shoe 
Co., and Al Baris of the Baris Shoe Co. 

Re-elected to the Board of Directors 
were Barney B. Kimless of Carmo Shoe 
Co., Fred Perlberg of A. S. Beck and 
J. G. Traeger of Julius Grossman 
Shoes. 
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@ In the selection of her 
shoes — as in the choice of her 
clothes — she seeks the dis- 
tinctive quality that gives her 
absolute confidence in her ap- 


pearance. 


@ She demands that ap- 
peal of smartness — neatness 
— smoothness — in the toes of 
her shoes which means — ‘Built 
with Celastic.” 


THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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SALESMAN WANTED 


SALESMAN WANTED 


POSITION WANTED 





ALESMEN wanted a fa making sport 
S McKay welts, stitchdown and prewelts. All 
applicants must have real ‘alee record = 
them. ‘No side line men wanted. 
basis. Address F-348, care Boot & Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 





WELL. “KNOWN children’s line has opening in 
Iowa, Nebraska, Wisconsin and other _ 
ern states. Can be handled independently or 

side line. Stocked in Chicago. Address F-359, 
care Boot & Shoe Recorder, 209 S. State St. 
Chicago, Ill. 





ce salesmen wanted—One for 

Chicago and surroundings and one for 
Northwestern Ohio and Eastern Indiana for 
women’s novelty shoes and arch supports. Ad- 
dress F-362, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





A PROMINENT LINE of Women’s Novelty 
Footwear that has been sold many years 
from coast to coast offers a number of high- 
men a very attractive connection. This 
strong line paying substantial commissions is ¢ 
money maker for hustling, ambitious men, If 
ou are interested in a ifornia—Arizona and 
ew Bee OR my Dh gs and vicinity 
— da—Georgia—or Carolina territory, write 
giving aioe of years of ay ote experi- 
ence. Address F-363, care hoe Re- 
corder, 239 West 39th Street, New York N. Y. 





SALESMEN—Established manufacturer men’s 

spats has good territories open—complete line, 
easily and quickly presented, liberal commission, 
wholesale and retail price range. Address F-349, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





SALESMAN for a complete line of children’s 
shoes in Bronx, Westchester and Queens 
Counties. Man with following in territory only. 
Also man ‘or New Jersey. Address F-367, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





SALESMEN—All territories open—Manufac- 
turers’ line $3 retailers women’s novelty 
footwear. Chain and department store follow- 
ing. State all particulars first letter. Commis- 
sion. Address F-376, care Boot & Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 





WANTED —Salesmen, experienced, to represent 
a live-wire Women’s Novelty Shoe line fea- 
turing $3 and $4 retailers, consisting of Novel- 
ties, Sport Oxfords and Arch Shoes. Commission 
basis only, payable weekly, until proven deserv- 
ing of a drawing account. Interested in men 
who have covered the following states: Georgia, 
Iowa and Nebraska, Florida, Ohio, Michigan, 
Wisconsin, Louisiana and Mississippi, Tennessee 
and Alabama. In reply, give age, references ond 
whether you travel ag te car. Address 
F-372, care Boot & Shoe Recorder, 1627 Locust 
St., St. Louis, Mo. 





WANTED-—Salesman with established busi- 

ness in North Central Pennsylvania and 
South Central New York State for ou! ding 
general line of shoes and rubber footwear. Write 
Hurd Shoe Co., Inc., Utica, N. Y., stating age. 


lines carried, shipments last two years and giving ° 


two or three references, preferably former em- 
ployers. 





HELP WANTED 








ARE YOU THIS MAN? 


Retail Advertising and Promotion— 
Men's Fine Shoes 


If you have had retail shoe experience; if you 
have had retail advertising experience; if you 
can put your ideas on paper and persuade an 
already intelligent group of retail men to 
greater interest and sales action, there is a 
place for you in the advertising department of 
a prominent manufacturer of men’s fine shoes. 
Must be able to write copy and produce news- 
paper advertising and direct mail for multi- 
plicity of retail requirements. Preferred age, 
30 to 35. Man chosen will be able to give an 
intelligent account of his experience in first 
letter that will reveal needed mental grasp of 
retail pons problems. Growing organiza- 
tion offers P war future for man really able to 
produce. State salary earned past five years 
and send photo, if possible. 


Address Men's Fine Shoes, F-371 
c/o Boot & Shoe Recorder 
239 W. 39th St#. 

New York, N. Y. 














BUSINESS OPPORTUNITY _ 








High Class Ladies’ Footwear 


Manufacturer can obtain exclusive rights to 
internationally famous Trademark. Estab- 
lished agency outlets throughout Country. 
Present retail outlet now doing business 5th 
Avenue, New York, location. Write, for par- 
ticulars (do not call), Room 1701, 505 Fifth 
Ave., New York. 














WANTED TO PURCHASE 


CASH for old and new otralene line shoes Tate 
30 years ago. Prefer Kentucky Flat La 
John Emory, 468 D St., San Bernardino, Cant, 





A GO-GETTER wants job as buyer for women’s 
and children’s better grade shoes in depart- 
ment store with hundred thousand shoe volume 
or possibilities. Address F-375, care Boot & 
Shoe Recorder, 239 West 39th Street, New York, 





SALESMAN with extensive experience in fitting 

and selling high-grade ort! ic shoes de- 
sires position as buyer, manager or salesman in 
pr near Baltimore. References. Address F-374, 

, tate Boot & os lbs: ate 239 West 39th Street, 
New York, N. 


SHOE MAN, aged ,twenty- nine, capacity of 

buyer-manager-salesmian. Ten years’ experi 
ence includes footwear merchandising in all 
branches. Address ¥-369, care Boot & Shoe 
Recyraer 239 West: 39th Street, New York. 








LINE WANTED 








Duteh I & Exportorganization, seeks sole selling 
rights for “the Netherlands of a first class American 


POLISHING PBEPARATION 
§...—o to the soles of shoes. 
y man rs of boots and shoes. 
Preparation must be of con leather colour. Man- 
ager P will visit New York during the eorty | pert at 
July. or manufacturers, which th: 
able te 8 ply ly this line, please state ‘fail Ppertion- 
lars to aie VAN TETERING ¢/o Boot hoe 
39th Str., NEW 











YOUNG MAN, 35—Represented for the past 
10 years in ‘New York City largest manufac- 
turer of complete lines for family and specialty 
shoe stores. Good following. Address F-368, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y 


WANTED —- Specialty line of men’s or 
women’s shoes or slippers in connection with 
line I now sell to State Street department store 
and large retailers in Chicago area. maintain 
a Chicago office. Address F-373, care Boot & 
Shoe Recorder, 209 S. State Street, Chicago, Ill. 








FOR SALE 


FOR. SALE — 35 leather obelenced Pack 
chairs. Show cases. Shelving. Cash Regis- 
ter. Electric lights. Window Fixtures. Neon 
Electric Sign reading “Thrift Shoes,” etc. 
Priced Reasonable. All in good condition. Ad- 
dress F-370, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y 








Purchases New Store Site 


CHILLICOTHE, OHIO—William E. Hig- 
ley, shoe dealer and president of the 
city council, has purchased a building 
in the city which is being remodeled 
into two storerooms, one to be occupied 
by his shoe store. 











mum charge, 75 
address should be counted. 


Classified advertising is payable in 





CLASSIFIED ADVERTISING RATES 


The rate ‘for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- | 
cents. For all other classified advertisements the rate is 7 cents per word. 
When a box number is desired twelve words should be added for the address. 


The rate for all display classified pdvardaenente is $5.00 an inch with a maximum of 45 words. 
vance. 
(a= Advertisements for this page must be in our New York office on Friday of the week preceding publication. “G9 


Minimum charge, $1.25. 
In all other cases each word of the | 
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MERCHANTS’ NEEDS 





GENUINE 
SHOE FACTORY REPAIRS 
FOR SHOE STORES 





by Chicago’s Dominant Shoe Service for 20 Years 


An entire factory equipped 
with modern shoe making 
Prices on Request machinery now devoted ex- 

Prompt Parcel Post clusively to Rebuilding, Re- 
Service styling and Repairing new 
or worn shoes. 


Correct Fitting Is Important 

@ It provides foot comfort which leads te 

repeat sales. Dunde Re-Shaping De- 

vices help you to make the necessary 

fitting adjustments. Write for prices 

and your copy of our descriptive catalog. 

DUNDE SHOE RE-SHAPING DEVICES, INC. 

Republie Bidg., 209 S. State St., Chicago, III. 
Hughston & Rennie, 37-39 Bulwer 8t., 

Toronto, Canada 





DONDE Shoe Re-Shaping Device 


A Service that reflects the 
art of fine shoecraft and 
typical factory technique. : For Spats and 


Shoe Ornaments 
Quality Accessories 
with a Profitable 
Mark-up. 


MANOLIS 


Manufacturing 
4246 (ON. 








wf ne 
Side Line 
id. 


| NEW SOLES | Si, (io 
MEISEL BROS. @tiawunne 








SHOESERVICE izes 


412 Orleans St. Chicago FOR 
ME N Ot 


WOMEN 











FOR LEASE WANTED TO PURCHASE  quaieaeinmeies 
FITTING SYSTEM 


1 INCREASE REPEAT SALES 











MONTGOMERY, ALABAMA 
Fully equipped retail shoe store now available. 
Located in best business block. Fixtures can 
be purchased outright or leased with store. 
Location occupied as shoe store for past seven 
years. Wire or write. 

COVINGTON 
REALTY COMPANY 
Montgomery, Alabama 








WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also randed Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn B Ete. 
IRVIN BUBIN 
“The House of Jobs’’ 
89 Reade St., Cor. Church 
Phone Barclay 7-7887 New Yerk Oity 














Develops Mail Order Business 


PORTLAND, ORE. — Chandler’s at 
Southwest Broadway, corner Alder 
Street, makes a specialty of developing 
mail order business. Reaching into the 
countryside and hinterland with a 
Spring style book of new shoes, which 
it furnishes to rural residents, it ex- 
tends retail coverage within a wide 
radius of its smart new store on Broad- 
way. For the Broadway styles or ele- 
gant new footwear depicted in the book- 
let broadcast, it requires but a fifteen 

_ cent postage fee for filling such mail 
orders in a wide region. 





Buyers of Surplus Stocks 


trot? will buy surplus er attire suas of shoes 
rom manufacturers, jobbers or 


QUANTITY NO ess 
KIRSCH-BLACHER CO.., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5878 











SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 
BARIS SHOE COMPANY, lac. 


79-81 READE STREET, NEW YORK, N. Y 
Telephone WORTH 2-5160, 518! 








Satisfied customers return 

2 ATTRACT NEW CUSTOMERS 
One tells others 

3 SAVE % OF FITTING TIME 
Cut down try-ons 


Write for Descriptive Folder 
and list of shoe factories offering Brannock Devices 
at special cooperative price. 








THE BRANNOCK DEVICE CO. 
SYRACUSE, N. Y. 





BUSINESS OPPORTUNITY 











YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 
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Drug Smuggled to Prisoner 
in Pair of Shoes 


New YorkK—A plot to smuggle 
heroin, concealed in the hollowed-out 
rubber heels of a pair of shoes, to a 
prisoner in the reformatory prison, 
Harts Island, was revealed last week 
when Mrs. Helen Stein, 26 years old, 
of 53 Siegel Street, Brooklyn, and 
Nathan Klein, 42, of 944 Greene Ave- 
nue, Brooklyn, were arraigned before 
United States Commissioner Garret 
W. Cotter on a charge of receiving, 
concealing and facilitating the trans- 
portation of narcotics. They waived 
examination and bail was set at $5,000 
for Mrs. Stein and $10,000 for Klein, 
pending action by the grand jury. 

Agents operating under the super- 
vision of Maj. Garland Williams, of 
the Federal Narcotic Bureau, here, 
brought the prisoners to the office of 
Joseph P. Martin, Assistant United 
States Attorney, yesterday morning 
for questioning. Mr. Martin was in- 
formed that Mrs. Stein, whose hus- 
band, Max, according to her story, is 
an inmate of the prison, bought a pair 
of shoes in a chain store on Delancey 
Street and took them away with her. 

Later she returned, said she had 
bought them for a Harts Island prison 
inmate, that it would be difficult for 
her to deliver them, and requested they 
be sent to the island. When they ar- 
rived at the prison the package exam- 
iners noticed that the rubber heels were 
loose. The heels were removed and it 
was discovered that a hole had been 
gouged in each and filled with half an 
ounce of heroin. 


Colonial Credit Man 
on Vacation 


Boston, Mass.—Edward Goldfarb, 
credit manager of the Colonial Tan- 
ning Company, left on a long and well- 
deserved vacation on Saturday, May 
22, and is expected back early in June. 
“Ed” just celebrated his 28th birthday 
and has been with the Colonial Tanning 
Company a little over 12 years, start- 
ing as office boy. He started at the bot- 
tom of the ladder, coming directly from 
the High School of Commerce in Bos- 
ton where he was one of the first in 
his class of over 300. 





Arthur Starin Leaves 
Shoe Industry 


CuicaGco, Inu.—After four years as 
sales promotion manager of the Dr. 
Scholl organization, Arthur A. Starin 


has left that company and has been | 


appointed assistant advertising man- 
ager of the John F. Jelke Company, 
makers of “Good Luck” food products. 

Point of sale material, promotion 
matter, trade paper advertising and 
direct mail will be handled by Mr. 
Starin’s division under the supervision 
of G. P. St. Clair, advertising manager. 
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# Buying Guidl 


BOOTS AND SHOES 


BELLE MEADE SHOE CO., Nashville, Tenn.... 2.220. e ee neces 29 
BOOTH, WALTER, SHOE CO., Milwaukee, Wis..... 0.02.00. cc ccc cece eee 27 
BRAUER BROS. SHOE CO., St. Louis, Mo........ 00.00.00 ccc ccc cece eee eee 39 
BROWN SHOE COMPANY, St. Louis, Mo............00. 0.0 c ccc cece eed eeeeeees 57 
CAMBRIDGE RUBBER CO., Cambridge, Mass................... 0020005 Back Cover, 12 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass..............0.0.. 0000000 e eens 56 
CONNELL, J. M., SHOE CO., S. Braintree, Mass....... 0.0.2.0... 00. ce eee eee 60 
ELAM, F. Si, Bema uma Wocmenter, (Vic ccc coc ccc cc ccc cscs cewveesdccevens 60 
ENDICOTT-JOHNSON CORP., Endicott, N. Y.......000.00 0000 cece ec eee cee ee ees & 5 
FREEMAN SHOE CORPORATION, Beloit, Wis...... 0.00.0... 0000. cece ee cee eens 14 
GREEN, DANIEL, CO., Dolgeville, N. Y.. 0.2.0.0... 0.0. ccc cece eee cee ee ene 2nd Cover 
HOOD .RUBBER CO., Watertown, Mass............0. 0. ccc eee ee eee eeeee Front Cover 
MARSHALL, MEADOWS & STEWART, INC., Auburn, N. Y...........6.0 00000 c ee eee 34, 35 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind................... 7 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass............... 0c c cece eee nee 56 
NAHM BROS. SHOE MFG. CO., Philadelphia, Pa.. 2.02... . 2 eee ce eee 58 
O'DONNELL SHOE CO., Humboldt, Tenn... 0.0... cece eee 56 
PETERS, BRANCH OF INT. SHOE CO., St. Louis, Mo......2...0...0.0 cece eee 4B 
UNITED SHOE MFG. CO., St. Louis, Mo... .. 2.2... c ccc cee eee ee ee eee eee BI 
VAUGHAN-TOWLE CO., Wakefield, Mass... 0.0 .....0. 500s 60 
WOHL SHOE GOMPANY, Si. Louis, Mo.. 5... 5.2 bce cele eee 8, 


LEATHER AND OTHER MATERIALS 


COLONIAL TANNING CO., Boston, Mass.............0 02 cece ccc ee ee ete ee ees 6 
ENGLAND WALTON CO., Boston, Mass............0. ccc ccc cece cee eee tees 54 
EVANS; dare us GO, Gamer MH. Je. ce cee ce ceca e's 10, 1 
LEVON se oe es PN TOF CY. on ccc cece tees eens petesepens 2, 3 
CID Le a NI as ee ie Ce ce ee ees 33 
PANTHER-PANCO CO., Chelsea, Mass............ 00: cece eee cede rears 3rd Cover 
SETON LEATHER CO., Newark, N. J............. A PP ea an wes Wepre ck PERE 47 
Ee is: I NO ooo ok aia bo is oa bie kale Win wd vee s Noe bE Eee ave 58 
SURPASS LEATHER CO., Philadelphia, Pa..... 0.2.66. ccc cee teens 49 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 
COMPO SHOE MACHINERY CORP., Boston, Mass...........-.0 0600 0e eee e neces 


DU PONT, E. I., DE NEMOURS & CO., INC., Arlington, N. Jo... 26... cece ee eee 28 
MANGES UNG. GG Crienee, iicci. co oe ge es 63 
MEARS, FRED W., HEEL CO., Boston, Mass............ 0.0006 c cece eee tees .... 40, 41 
UNITED LAST COMPANY, Boston, Mass.............. 000 cc eeee cece eee beens 30, 31 
UNITED SHOE MACHINERY CORP., Boston, Mass........... 0.5.05. c cece eee ee eee 6! 
te 
STORE EQUIPMENT AND ACCESSORIES 
BRANNOCK DEVICE CO., Syracuse, N. Y........ 00.0 ccc teen eer enes 63 
DUNDE SHOE RE-SHAPING DEVICES, INC., Chicago, Ill........ 6.0... eee ee eee 63 
MEISEL BROS. SHOE SERVICE, Chicago, Ill... 2... 6k cece cee eee 63 
SCHOLL MFG. CO., INC., Chicago, Ill... 0... cence cee eee eee 55, 56, 58 
Se Poe Ga. Aubum, Ny Yo. is. A as BK... Hes ela Mae. 59 
MISCELLANEOUS 
AMERICAN WEEKLY, New York City... .......0..000 0.0 c ccc eee cece nec en nes 37 
BARIS SHOE COMPANY, New York City.........000 0000 c ccc cece cee eee ee 63 
NE Uy ies cos oes oe wc pk cnc ae de ube ae bce nic ob Been: 63 
KIRSCH-BLACHER CO., INC., New York City. ....... 0.00... ccc ccc eee bee ee 63 
STEPHENSON LABORATORY, Boston, Mass..........0..0.006 0 cece eee eee eee en ence 63 
TOLMAN PRINT, INC., Cambridge, Mass.................054- Sbisivs, dalatiars He eeEs 8 , 58 
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ITALITY Fall Shoes for Women are 

being hailed everywhere as the HIT 
line of the season. Dealers welcome them 
as the most complete and fashionable 
selection of Fall Shoes Vitality has ever 
offered. There are important new lasts and 
patterns featured in a wide range of widths 
and sizes. Women will like the smart 


styling of these shoes, their lasting beauty 
and high quality workmanship. 


To dealers interested in a profitable Fall 
Season and anxious to capitalize on the 
record-breaking demand now indicated 
we say —“Investigate the Vitality Propo- 
sition!’ Our In-Stock Service covers the 
line completely in styles, widths and sizes, 
enabling us to make prompt shipments to 
meet your requirements. Check your 
stock today. 


VITALITY SHOE CO. e ST. LOUIS, MO. 
Branch of International Shoe Company 


VALERIE 


STELLA 


WOMEN’S MEN’S BOYS’ CHILDREN’S | 


AAAAA to EEE AAA to G AtoE Complete Widths 
Sizes 2to 11 Sizes 5 to. 14 Sizes 1 to 6 and sizes 
$6.75 and $7.75 $5.50 and $6 $4.50 $2.50 to $5.50 
Priced according to size 


Vitality Growing Girls’ and Thrift Grade Shoes 
for Women $6.00. Vitapoise Feature Shoes for 
children $3.50 to $6.00, priced according to 
size. Vitapoise feature shoes for men $7.50. 


MERCEDES 








~ 
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When a man from COLONIAL calls 


@ WHEN a man sends in this card to your desk, see him. In rep- 











resenting COLONIAL he represents success . . . the success of the 
largest patent leather business in the world which has been built 
on merit from a few thousands to many millions of feet in less 
than fifteen years. 


Among his customers are the best-known shoemaking concerns in 
the country, men who insist on top-notch quality and unfailing de- 
pendability in the leather they buy and the shoes they sell. Like 
them you will find that it pays to consult with the man from 
COLONIAL when his card comes in. 





COLONIAL TANNING COMPANY, BOSTON, MASSACHUSETTS The 





Cc O10 NIAL - 
ing - 
strot 

FOR THE PATENT LEATHER SHOES and 
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(he backbone i every walk of life 


The back-to-nature exodus of the past seasons 
has put Spaulding Counters on the must list of 
every manufacturer of country shoes. The hard 
usage of off-balance pushing and constant twist- 
ing while walking on uneven ground makes a 
strong backbone necessary. Spaulding Coun- 
ters, made of strong, resilient, long-fibre hemp 
and flax, not only add strength for straight back- 





seams and upstanding quarters, but provide heel- 
hugging fit. They’re custom made on steel dies 
to conform to the same last on which the shoe 
is made. Spaulding Counters build service in- 


to the great- P "AULDIN CG’ 


est stress 
Counters 


points of 
your shoes. “Made in North Rochester, N. H. 


NO OTHER PART OF THE SHOE MEANS SO MUCH... AND COSTS SO LITTLE 








1115—Hard finish Cherry Elk 
17 inch riding boot, ankle and 
gore strap with brass buckle, 
linol oak sole, leather heel, all 
leather Goodyear welt. Sizes 


en, umes $5.35 
1119—Same in hard finished 
Eskimo Calf. 


6853 — Brown Elk Moccasin 
Blucher, double oak sole, linol 
outsole, leather heel, Good- 
year welt. Sizes 5/11, Width 
Pe re ag $2.55 
6854—Same in Black Elk. 
6856 — Same with Rawcord 
sole and heel. 

6857—Same in Black Elk with 
Rawcord sole and heel. 
6840—Same with Crosscord 
sole and heel. Sizes 6/11, 
Ee 2.15 
6841 — Same in Black Elk, 
Crosscord sole and heel. 
Sizes 6/11, Width D.. 2.15 


: 


3040—Black Oil Tanned Elk Moc- 
casin Slipper, leather top facing, 
rawhide lacing around the top, 


composition sole. Sizes 6/12. 
$1.75 


-3040!,—Same in Sizes 2!/,/6. 


1.671/, 


6648—Brown Elk Moccasin Blucher, 
crosscord sole and heel, McKay 
construction. Sizes 1/6 ... .$1.75 


6649—Same in Black Elk. 
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ENDICOTT JOHNSON OUTDOOR SHOES 





1533—Girls' White Elk Moc- 
casin Blucher, rubber sole, 
anti-trip rubber heel, Good- 
year, stitched construction. 
OS | ee ar rane $1.50 


1532—Same in Brown Elk. 


622—Ladies' Tan Elk 15 inch 
Hiking Blucher, imitation moc- 
casin tip, grain gusset, oak 
sole, rubber heel, all leather, 
Goodyear welt. Sizes 2!/,/9, 
Witt Ob. . . es. $3.45 
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Making shoes for rugged outdoor wear requires a specialized method of shoe 
manufacture. Only men who are completely familiar with the sturdy requirements 


of an outdoor or a camping shoe can produce a product worth being proud of. 


That's why shoe retailers who sell the outdoor market invariably stock the Endicott 
Johnson line. They know their customers will be perfectly pleased and more than 
satisfied. They also know that, in spite of the comparatively lower selling price, 
the shoes are finely built of prime materials, carefully manufactured,—and pleas- 


antly profitable. 


Get your share of the outdoor shoe business now. The outdoor season is with us. 
You can sell this line immediately. Endicott Johnson Moccasin types, Hi-Cuts, 
Riding Boots are IN STOCK—and we are less than twenty-four hours 


away from your store! 


THE E-J IN STOCK SHELVES 


Page 5 


mide to take good, hard wear! 


THERES AN 
|ENDICOTT-JOHNSON 
( Dood a 


Sa OLCR Se ALO) 
NEW YORK CITY 





BOOT AND SHOE RECORDER, June 12, 1937 


STRENGTH 
SECURITY 
ECONOMY 


UNISHANK 


BREASTLOCK 
HEEL 


UNISHANK innersoles and BREASTLOCK wood heels are two 
logical and practical features that progressive manufacturers 
are using on women’s high heel shoes. 

The BREASTLOCK heel with its special anchoring device, to- 
gether with UNISHANK innersoles, gives new security against 


“kicking under” or “kicking back.” Smaller and shorter soles 
can be used and flap laying is eliminated. Unishank gives 


tigid arch support that is vitally essential. 


Modern style versions emphasize the importance of these two 
basic improvements in shoemaking technique. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON. MASSACHUSETTS 





This Spring's 
Sales Sensation! 


| poms another bright spot 
among the many profit-mak- 
ing items offered to dealers this 
spring—Jay-Vee Oxfords. 
Jay-Vee Oxfords will help you cash 
in on a huge, growing market — 
the millions of young men and wo- 
men of high-school and college 
age. “Smooth” in looks, ‘‘smooth” 
on their pocketbooks, Jay-Vee Ox- 
fords are a natural seller with them. 
And Jay-Vees give you a “smooth” 
margin of profit! They’re colorful 
and smart as well. 

Stock up on Jay-Vee Oxfords—and step up 


your summer sales and profits! 











5 Goonricn Co.cao 


FOOTWEAR DIVISION =. WATERTOWN, MASS. 


Branches at: Atlanta, Ga.; Baltimore, Md.; Boston, Mass.; Chicago, Ill.; Cincinnati, O.; Cleveland, O.; Dallas, Tex.; Denver, Col.; 
Detroit, Mich.; Kansas City, Mo.; Los Angeles: Calif.; Minneapolis, Minn.; New Orleans, La.; New York, N. Y.; Philadelphia, 


Pa.; Pittsburgh, Pa.; Providence, R. 1.; St. Louis, Mo.; Salt Lake City, Utah; San Francisco, Calif.; Seattle, Wash.; Syracuse, N. Y. 
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SESS i RE EDS SpE Te 1 See 


THEY WAKE UP 


THE SHOE THAT PUTS PEP IN HER 
STEP AND A SMILE ON HER FACE 


Velvet Step offers you an opportunity 
to put new life and zip in your business 
by capitalizing the amazingly new sen- 
sation women experience in wearing 
this shoe. It's patented feature prevents 
walking fatigue by controlled distribu- 
tion of body weight. The velvety tread 
develops a vibrant stride which em- 
phasizes feminine grace and beauty 
through better muscular co-ordination. 


LOCKS THE HEEL IN PLACE 


The VELVET STEP resilient 

pad locks the heel in place, 

prevents the foot from 

slipping forward with each 

step, supports the longi- 

tudinal arch and massages 
the metatarsals. 


The Velvet Step proposition includes 
an aggressive promotional campoig. 


Seles 


BRANCH OF INTERNATIONAL SHOE (0 
ST. LOUIS, MO. 


Y 
§ 
RETAILER: 


1n Interé 
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